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A Great Artist makes the Future Safe 





HE is an extraordinary story of a girl, only 19 years old, who has, within less than a 
year, won international fame as a great artist and also surprised the business world 
by a stroke of farsighted financial planning. 


Everyone knows something of the career of Miss Marion Talley. Only seven years 
ago, at the age of 12, she had her first music lesson. After winning musical honors in high 
school, she sang Arline in the Bohemian Girl, and was invited to sing before Galli-Curci and 
Schumann-Heink. Kansas City, touched by her voice and her youth, raised a fund to send 
her to New York and later abroad, where she studied under the great masters of Europe. 


Last spring, at the Metropolitan Opera House, the little Kansas City girl, now 19 years 
old, made a triumphant debut before an immense audience, which included a trainload of 
loyal friends from her home town. She was an artistic sensation. Her name topped big 
head-lines in the newspapers all over the country. A simple, unspoiled girl from the West 
had won laurels for which many talented men and women have striven long years in vain. 


But Miss Talley began to think of the future—of things she hoped to accomplish finan- 
cially for those she loved, and of her home city which had helped her. She, therefore, in- 
sured her life in the New York Life Insurance Company for $500,000, of which $300,000 
protects her father, mother and sister by trust arrangements; and the remainder, $200,000, 
as we understand, is finally to be payable to a trust company in Kansas City, and devoted, 
as she may arrange, to the musical education of talented Kansas City boys and girls who 
may be unable otherwise to secure such training. 


Through life insurance this girl, at nineteen, instantly created an estate and arranged 
a noble benefaction—accomplishments which otherwise might be hoped for only at the close 
of a long and successful life. 


There are thousands of men and women who, like this young song-bird have dreams 
of the future and wonder how their dreams can be made realities. Miss Talley has shown 
everyone how to make such beautiful dreams come true—how, for example— 


——to make life safe for themselves and their loved ones— 
——to assure the permanency of a business— 
——to endow a church, a college, or a hospital— 


or to provide for some other cause to which they are deeply attached or for whose success 
they feel responsible. 


All such people are waiting for a Nylic agent, and the agent is looking for them. 
GET TOGETHER 
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COMPANY IS WINNER IN 
NOTEWORTHY TAX CASE 


Mutual Benefit Life Upheld by 
United States Supreme 
Court 








IS IMPORTANT PRECEDENT 





Establishes Legal Reserve as Equivalent 
of Capital and Not a 
Liability 





WASHINGTON, Dec. 1.—The legal 
reserve of a mutual life insurance com- 
pany must be treated as is the invested 
capital of a corporation, it was held to- 
day by the United States Supreme Court 
in affirming the decision of the lower 


court in the case brought by the Mutual | 


Benefit Life for recovery of $83,779.90 
additional taxes assessed by the commis- 
sioner of internal revenue, following his 
refusal to allow as part of the company’s 
invested capital the sum of $186,258,796 
held as the legal policy reserve required 
by New Jersey. 


Gevernment’s Views Given 





| foreign company (the Postal Life is not 


The government contended that the | 


legal reserve does not represent cash or 
tangible property paid in for stock or 
shares in the corporation and so is not 
invested capital within the meaning of 
section 207 of the revenue act of 1917. 
It was claimed that the reserve is a lia- 
bility of the company and should be so 
charged against the assets of the com- 
pany. Only such assets as are over and 
above the reserve can be regarded as 
surplus or undivided profits, it was as- 
serted, and for years insurance com- 
panies have endeavored without success 
to have Congress incorporate in the law 
a provision that the legal reserve shall 
be held as invested capital. 


Hughes Gave Contrary Views 


On the contrary, it was declared by 
Charles Evan Hughes, former secretary 
of state, who argued the case for the 
company, the legal reserves are not an 
indebtedness but, in fact, invested capi- 
tal, in which he was upheld by the 
court in its decision today. 
_ “It is agreed that if instead of $14,- 
‘19,043, the company’s invested capital 
had been computed at any sum in excess 
Of $25,500,000, no excess war profits tax 
would be due,” explained ‘the court. 
The question for determination is 
whether the funds constituting the legal 
reserves or sufficient thereof to make up 
a8 much as $25,500,000 when added to 
the amount allowed by the commis- 
sioner, is invested capital within the 
meaning of section 207 (a) of the reve- 
nue act. 
. The contention of the collector is 
that under subdivisions (1) and (2) of 
Section 207 (a) invested capital must 
be either cash or tangible property paid 
in for stock or shares of a corporation 


and inasmuch as the company has no 
capital represented by stock or shares, 
gal reserve is not invested capital 
mn the meaning of those subdivi- 
legal reserve is not sur- 


Its le 
withi 
sions; that the 





ATTACKS POSTAL LIFE 
CITES MASSACHUSETTS LAW 


Department Says Use of Local Exam- 
iner by Non-Licensed Com- 





pany is Violation 


BOSTON, Dec. 1.—The insurance de- 
partment of Massachusetts makes no 
claim of reaching all violators of the 
insurance law of the state but when an 
unlicensed company solicits directly one 
of the officials of the department and | 
makes statements whicb indicate it is | 
violating the state insurance law, the 
department can hardly fail to take cog- 
nizance. he actuary of the Massa- 
chusetts department has been solicted by | 
the Postal Life of New York to take! 
out a policy. The circular stated that | 
the company “had physicians in nearly | 
every community who conduct physical | 
examinations of applicants for insur- | 
ance.” 


Writes to Company 


Counsel H. J. Taylor of the Massachu- | 
setts department has accordingly written 
President William R. Malone of the 
Postal Life informing him that “any per- 
son doing any act in this commonwealth 
which is proximately connected with the 
issuing of a policy” by an unlicensed 


admitted to Massachusetts) is liable to 
the penalties of section 160 of chapter 
175, which prescribes a fine of not less 
than $100 nor more than $500. 

Mr. Taylor states that “the act of a | 
physician who examines the applicant to | 
whom a policy is thereafter issued is, in- 
dubitably, proximately connected with 
its issue and has acted in violation of 
section 160.” 

Mr. Taylor states that “this matter 
may not interest the company but we 
feel that it should be called to your at- 
tention so that you may know that any 
doctors examining applicants in this 
state expose themselves, perhaps un- 
knowingly, to arrest and criminal prose- 
cution under this section. Section 3A of 
said chapter imposes on this department | 
the mandatory duty of enforcing said 
chapter and if satisfactory evidence is 
forthcoming from any source that any 
physician acting as aforesaid has exam- 
ined a person to whom you have issued 
a policy, appropriate action will be in 
order.” 











plus or undivided profits within the 
meaning of subdivision (3), hecause it 
is not more than the equivalent of the 
obligation of the companw at the time 
under its policies of insurance. It is 
contended that the legal reserve repre- 
sents a present existing liability; and 
stress is put upon the fact that it is car- 
ried by the company on the liability side 
of its ledger.” 

The court pointed out that the amount 
of the reserve is carried on the books as 
a liability, but only as capital stock of a 
stock corporation is carried on its books 
as a liability. In both instances, it added, 
it is a form of bookkeeping to -balance 
assets which in the one case is contrib- 
uted by the members and in the other 
by the stockholders. 

“If section 207 (a), subdivisions 1 and 
2 had defined invested capital as ‘actual 
cash paid in’ without more,” continued 





UNIQUE DEVELOPMENT 


GROUP DISABILITY IS USED 


For First Time Incorporated in Actual 
Agreement of Industrial 
Dispute 


There is a valuable sales appeal for 
group disability insurance in the recent 
action in Chicago by which all employes 
of the Chicago street railway agreement 
were automatically covered for both 
group life insurance and group disabil- 
ity insurance, this being incorporated in 
a definite agreement between the Chi- 
cago Rapid Transit Company and the 
Amalgamated Association of Street 
Electric Railway Employes. This plan, 
the details of which have not been en- 
tirely completed yet, was _ written 
through the Metropolitan Life, repre- 
senting a line of life insurance of nearly 
$6,000,000 and a proportionate line of 
disability insurance. 

Part of Union Agreement 

The insurance provisions for the em- 
ployes of the Chicago Rapid Transit 
Company were inserted in the company 
agreement as a result of a decision of 


two arbitrators appointed recently in 
the controversy between the company 
and the union. The company acceded 


to the request that this group insurance, 
given without charge to the employes, 
be definitely incorporated in the com- 
pany agreement. The Rapid Transit 
Company previously had in force a con- 
tributory group life insurance plan cov- 


| 
| 
| 


& | 


OLD BATTLE IS NOW 
CAST INTO THE DISCARD 


Companies With Few Exceptions 
Express Approval of the 
American Men Table 


UNHERALDED TRANSITION 


New Viewpoint Generally Adopted in 
The Past Year or Two Without 
Outside Influence 


There appears to have been a silent 


|and unheralded revolution in the view- 


parently 


ering a large number of employes for | 


$1,000 and an additional contributory 
plan covering them for an additional 
$1,000. Now the company gives its 


5.800 employes of over three months’ 
standing a $1,000 life insurance policy 
with double indemnity free of charge 


and offers them an additional $1,000 on | furiously at one time and the eastern 


the contributory plan, 4,200 having 
availed themselves of this opportunity. 


now represents $10,000,000. 
Include Disability Cover 


In addition, under the new union 
agreement a group accident and health 
nolicy is also written in the Metropolitan 
Life on all employes with the company 
one year or longer, some 5,000 coming 
under this plan. This also is without 
charge to the employes. The accident 
and health policy provides for $20 per 
week for 26 weeks. This is practically 
the first time that group disability has 
been used as a factor in the settlement 
of industrial disputes, the only previous 
occasion being a small unit of street 


| railway employes at Newburgh, N. Y. 








the court, “it probably would not be 
doubted that the part of the legal re- 
serve derived from premiums would be 
included. The doubt results from the 
use of the additional words ‘for stock or 
shares in such corporation or partner- 
ship.’ The collector says these words 
qualify the phrase ‘1, actual cash paid 
in’ as well as the phrase which they im- 
mediately follow ‘2, the actual cash value 
of tangible property paid in.’” 
Answering these arguments the court 
points out that the mutual company is 
not a stock company and the word 
(CONTINUED ON PAGE 30) 





point of American life insurance com- 
panies towards the American Men table 
of mortality, the old bitter opposition 
against this new valuation standard ap- 
being a thing of the past. 
Without a sound, the foes of this new 
plan have apparently folded their tents 
and stolen away in the night, leaving 


the advocates of the American Men 
table in unquestioned control in the 
field. The new spirit is quite generally 


evident and was particularly brought 
out in the recent meeting of the Ameri- 
can Institute of Actuaries and also in a 
number of other recent company meet- 
ings. 
Old Fight Dropped 

Where the opposition to the American 
Men table and the defense of the old 
American Experience table of mortality 
was still in its prime only two or three 
vears ago, there now appear to be only 
a comparatively few voices raised 
against a change. The battle waged 
were lined as a unit 


companies up 


Thus the company’s life insurance line | #84!st the western companies, the lat- 
| ter defending the old American Experi- 


ence table of mortality. Now, however, 
there are so few actuaries who openly 
express opposition to the American 


| Men table that the entire actuarial and 


company world seems to be in general 
agreement that the American Experi- 
ence table has outlived its usefulness 
and it is now time for a change. 


Actuaries are Converted 


The actuaries who only two or three 
years ago and in some cases only a year 
ago were open in their disapproval of the 
American Men table now seem to be in 
agreement that this table is the best 
fitted to the needs of the life insurance 
business. They see that the newer table 
is a near approach to a reflection of the 
actual mortality conditions, whereas the 
old American Experience table has long 
since been outgrown and in no way re- 
flects actual experience. Some still be- 
lieve that the American Men table itself 
is not an adequate reflection of actual 
experience, particularly in regard to the 
advantages shown at younger ages, but 
it is pointed out that no table can be 
perfect and the American Men table is 
certainly a truer reflection of the actual 
conditions in the field throughout the 
country. Some also point out that the 
American Experience table leaves a con- 

(CONTINUED ON PAGE 30) 
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REVIEW THE CLAIMS 


DISABILITY CASES COME UP 





Guardian Life Comments on Some of 
the Material That Has Passed 
Through Office 





The Guardian Life publishes a list 
of the disability claims that it has paid. 
It states that a review of the cases 
might often lead to the question as to 
how a company could pay so much more 
in benefits than it has received in pre- 
miums and remain solvent. It explained 
that only a proportion of risks insured 
are paying premiums on a disability 
contract. Speaking further it says: 

“How large this proportion is, is not 
generally realized. For example, of 
lives insuring at age 30, according to 
present statistics, more than two-thirds 
as many become disabled before age 60 
as die before that age. Nevertheless, 
it is our aim to select our policyholders 
in the first place, so that through the 
inclusion of only first class ‘risks,’ the 
lowest possible rate of disability will be 
attained. This is the more important in 
that our modern ‘three months pre- 
sumption’ clause extends broad cov- 
erage and our practices in the settle- 
ment of disability claims class us among 
the ‘liberal’ companies in this respect. 
Furthermore, our rates are extremely 
moderate, so that in order not to do 
business at a loss, our standards of se- 
lection must be high. 


Four Trends Seen 


“The development of our own experi- 
ence, as well as that of other companies 
has indicated in particular four trends 
which must be taken account of in se- 
lection. 

“(1) The largest single cause of dis- 
ability is tuberculosis. According to our 
own experience, 33.7 percent of the 
total claims are due to that cause. Now 
we have long known that tuberculosis 
is markedly more prevalent among un- 
derweight persons than among those of 
normal weight. For example, in this 
company, cases under age 45 afterwards 
becoming disability claims, at date of 
insurance, averaged more than 15 pounds 
less than the normal weight for age at 
issue, and an examination of death 
claims from this cause shows the same 
condition. We also know that one or 
more cases of tuberculosis in the ap- 
plicant’s immediate family largely in- 
creases this disposition. The conclusion 
is that underweight persons, especially 
at the younger ages, or not standard 
disability risks, and the clause cannot 
be included in their policies at standard 
rates. 

Question of Income 


“(2) Experience has also demonstrated 
that cases are not acceptable for dis- 
ability unless the applicant is actually 
earning an income materially in excess 
of that to be provided in case of dis- 
ability. This principle is of particular 
importance in the case of high school 
and college girls and youths, whose 
young age and consequest susceptibility 
to tuberculosis, lack of settled habits 
in life, possible parental speculation, and 
uncertain financial status combine to 
render them doubtful cases at the best. 
We already know that the rate of dis- 
ability under age 25 is in excess of that 
for the period from 25 to 30. 


Women Not Desirable 


“(3) Although the statistics are not 
conclusive on that point, a conviction 
is gradually forming that women as a 
class are not as desirable disability risks 
as men, even when the requirement of 
earned income has ruled out a large 
proportion of female applicants. In par- 
ticular the company’s own experience, 
though small, has been unfortunate on 
those who, like school teachers, are not 
employed over the entire year. 

“(4) Such experience as we have tends 
to confirm the assumption that prac- 
tically no risk substandard for life cov- 








HUGE LINE IS WRITTEN 


GENERAL MOTORS IS COVERED 





Metropolitan Life Places $100,000,000 
Group Policy on the 100,000 
Employes 





One of the largest group life insur- 
ance policies thus far written was closed 
last week by the General Motors Cor- 
poration with the Metropolitan Life, 
covering over 100,000 employes for a 
total of over $100,000,000. The plan, 
announced this week, states that the 
employes who have been with the com- 
pany three months or longer are cov- 
ered for $1,000 without medical exami- 
nation. All new employes will become 
eligible after serving three months. The 
plan is cooperative, the employes and 
the corporation sharing the cost, but 
in order to get the plan installed prompt- 
ly, General Motors paid the entire cost 
for December. The policy carries a 
disability clause also, providing for pay- 
ment of $51.05 a month for 20 months 
in the event of total and permanent dis- 
ability before age 60. 








erage by reason of physical impairment 
is a standard disability risk. Especially 
is this true for our modern disability 
clause, according to the terms of which 
practically any fatal disease may well 
be proceeded by a period of coverable 
disability. 

“Life insurance risks, as opposed to 
‘health and accident’ risks, may reason- 
ably be expected to show lower rates 
of disability, with a consequent saving 
to the insured. Let us continue to make 
sure through our selection that this dif- 
ference does, in fact, exist.” 


Classification Is Given 
It gives classification of disability ac- 


cording to cause and occupation as fol- 
lows: 


Tuberculosis of lungs......... 
Insanity ee 


eee ee ee 





Cancer and other tumors...... 
MENS . £665 46060 h0 c00 0680008 
Nervous diseases.............. 
Tuberculosis, other than lungs. 
SW GEER coscccsececsec 
Diseases of bones and organs 

i TD éxonene—e 906 600 
DT 6010 60508640006460% 


SEE 30-064 66040d006 e066 
CD cnc nate e646 wae eee d 
Rheumatism 
Anemia and Chlorosis.. 
EE CERGP GRIGG wo ccdccscccccss 


All causes ...... ‘cpeveenepeue 100.0 

Note that while we instinctively vic- 

ture accident as a main cause of disa- 

bility, in reality it is a minor factor, 

accounting for but 6 percent of the total 
cases. 


Claims According to Occupation 


PERN HSS gummpere 
B9, PHrtrsnonsre ponogimna-age 
ADH AOencr Ack Olr-) 


fe hk kd dt pt 
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Percent 
1. Clerks and clerical workers... 22.2 
Oe Rarer ee 
3. Mechanics, except building 
CUS WOCMIEND cccccccccesece 15.4 
4. Professional men and execu- 
SED 6 bbe ened beds ecdemince 13.6 
5. Retail shop and store keepers. 9.9 
tn Lenn ekibek bee ee ees aes 8.9 
7. Building trade workers........ 4.3 
sR occube@hedebebacecdes 2.1 
Dh En -sthedapeess.cociesectee 2.1 
Dh, EEE, occcdhescccsiesices 4.7 
100.0 
Weight at Issue Disability 
Average 
Average Weight 
General Weight at at Issue, 
Average Issue, all Tuber- 
Age Avplicants Claims Claims 
Weight all Disability culosis 
Under 25.... 147 1428 137 
DGD ty ecewe 150 145 148 
BE Stcee ee 184 150 140 
SE Ten 60:0: se 157 153 142 
oor 159 158 145 
SEeGP ‘osece cs 181 160 149 
50 and over 163 164 154 





Passes $500,000,000 Mark 


In October the State Mutual passed 
the $500,000,000 mark of insurance in 
force. It has doubled in size in seven 
and one-half vears. In 1885 the total 
insurance in force was $18,000.000. It 
was harelv over 20 vears ago that the 
first $109.000,000 of insurance in force 
was reached. 








URGES INCOME POLICY 


SHOULD PROTECT INSURANCE 
Contract Fails in Purpose if It Does Not 
Guarantee What Its Purchaser 
Intended 





INDIANAPOLIS, Dec. 1.—How life 
insurance is performing modern day 
miracles was the theme of the address 
on “The Widow’s Cruse” by Harry C. 
McNamer of Chicago, leading producer 
of the Equitable Life of New York in 
number of monthly income policies sold, 
delivered before the Indianapolis As- 
sociation of Life Underwriters last 
week. ‘Making an apt illustration of the 
miraculous supply of meal and oil with 
which the widow sustained herself, her 
son and the prophet Elijah during the 
famine, Mr. McNamer said that, “with 
life insurance, we can have our cake and 
eat it too.” 

Compared with other investments life, 
insurance income policies offer prac- 





HARRY C. MeNAMER 


tically the only contract free from haz- 
ard. “The average business man does 
not have the time to study investments 
and place his money to the best advan- 
tage,” he said, “nor do I think that all 
my policyholders are fools when it 
comes to making investments. In fact 
I know they are not as some of them 
have invested to very good advantage 
and made nice profits.” But, properly 
presented, life insurance income policies 
are sure to appeal to the man who wants 
certainty. 
Wives Sometimes Object 

Wives sometimes object when they 
find their husbands have tied up their 
insurance in income policies. “My wife’s 
madder than a wet hen,’ a new income 
policyholder reported to Mr. McNamer 
shortly after he had been sold. After 
hearing the reasons the wife had to offer 
why she would prefer to have the in- 
surance in a lump sum Mr. McNamer 
said to his prospect, “I don’t know what 
you told her but we ought to tie it up 
still tighter than we have if it were pos- 
sible.” In another case where a wife 
objected Mr. McNamer finally agreed to 
have the settlement clause changed so 
the wife could have the option of ac- 
cepting $100 income or take the prin- 
cipal. The policyholder died not long 
after and then the widow elected to take 
the $100 income which looked good to 
her under the new conditions which she 
faced. 

He said that widows do not usually 
waste life insurance lump settlements on 
extravagant living but they use it up or 
lose it by yielding to appeals to the finer 
side of their natures. He told of a 
widow who had received a $10,000 set- 
tlement on life insurance carried by her 
husband for which she had scrimped 
and saved to pay the premiums, who 





J. G. WALKER RESIGNS 


HELD PRESIDENCY 25 YEARS 





Will Probably Become Chairman of the 
Board of Life Insurance Com- 
pany of Virginia 





John G. Walker has resigned as presi- 
dent of the Life Insurance Company of 
Virginia, after 25 years of service in that 
position. A meeting of the stockholders 
has been called for Dec. 7, for the elec- 
tion of a successor. to Mr. Walker as 
well as for the selection of a chairman 
of the board, a new official position just 
created by the board. It is stated that 
Mr. Walker will probably be chosen 
chairman of the board and his nephew, 
Bradford H. Walker, now first vice- 
president, will be elevated to the presi- 
dency. Bradford H. Walker has been 
connected with the company for the past 
15 years. 

Built on Conservative Basis 


In the 25 years of his presidency, Mr. 
Walker succeeded in making the com- 
pany one of the big, substantial insti- 
tutions in the south. His policy was to 
build slowly but surely. Conservative 
to a degree, he shied at all methods that 
savor of the spectacular. He sought but 
little publicity for the company, as that 
was his pet aversion. It is anticipated 
that his nephew will pursue the same 
conservative policy as he did in admin- 
istering affairs of the company. 

Landon R. Walker, a brother of 
President Walker retired from active 
connection with the company Dec. 1 
after being in its service for more than 
20 years. He started with the company 
as a field man. Later he became travel- 
ing auditor and then vice-president in 
charge of field accounts. He was hold- 
ing this office at the time of his retire- 
ment. 








gave $1,500 to her brother because he 
lachrimoniously appealed to her for the 
money to “save his home and all that 
he had.” She has since seen no interest 
from the loan nor any evidence that he 
intends to pay it back. The son can 
talk his mother out of money to put 
into a business venture though she 
might not listen to crook stock sales- 
men. It is because of the woman’s 
heart that she needs income insurance. 

Announcement was made that the 
meeting next month will be a Christmas 
party with James V. Barry, vice-presi- 
dent of the Metropolitan Life, as Santa 
Claus. 


Interest in Huebner’s Address 

Dr. S. S. Huebner, professor of insur- 
ance at the Wharton school of finance 
and commerce, University of Pennsyl- 
vania, will be the next speaker to appear 
before the fall educational course of the 
John C. McNamara organization of the 
Guardian Life in New York. Local life 
underwriters are planning to turn out in 
force for Dr. Huebner’s talks on raising 
the standards of life through life insur- 
ance, human value in business compared 
with monetary value and the extent and 
importance of the monetary value of 
human life, have not only exerted a 
great influence on the public at large 
but have materially increased the sell- 
ing ability of those underwriters who 
have had the good fortune to hear him. 





Close Two Months’ Campaign 

The Chicago agencies of the New 
York Life concluded their two months 
campaign this week and went consider- 
ably over the $16,000,000 goal. The final 
count has not yet been made, but it 1s 
probable that it will be well over $18,- 
000,000 for the two months. The agents 
who have made their allotment for the 
two months will be banquetted by 
Robert E. Whitney, inspector of agen- 
cies, and the branch managers at the 
Edgewater Beach on the evening of Dec. 
2, a general good-fellowship party being 
scheduled for that evening. 
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QUESTION MORTALITY 
IMPROVEMENT FIGURES 








Some Skepticism Voiced as to 
Permanency of Present 
Situation 


FACTORS OVER-WEIGHTED 





View Expressed That Experience at 
Younger Ages and Actual Death 
Rates Are Over-Stressed 





While companies generally throughout 
the country are reporting record low 
mortality ratios, and the improvement in 
the past decade has been very marked 
in the business throughout the country, 
there are many who feel that these fig- 
ures should not necessarily be taken as 
the basis for any permanent condition of 
so gratifying a nature. That is, they do 
not want to picture a gloomy future, but 
they do feel that caution should be used 
in referring to these statistics as the 
future may hold a somewhat different 
story for the life insurance business. 


Influenced by Sales 


As one company official pointed out 
the main difficulty with the adaptability 
of present statistics lies in the very un- 
usual conditions through which the 
business has passed in the past decade. 
A large part of the improvement in 
mortality has been shown in the past 
ten vears. One company has reported 
that in the past 15 years its experience 
has shown the average length of life has 
increased by over eight years. It is 
pointed out by others, however, that the 
same period has shown a new situation 
in the business. The past ten years have 
seen an unprecedented increase in life 
insurances sales. The companies have 
heen gaining by leaps and bounds, doub- 
ling and tripling their business in the 
ten-year period. 


Like Fraternal Experience 


The net result of this, as one official 
pointed out, is that the life insurance 
companies are in a somewhat analogous 
position to that of the fraternals a few 
years back. Not that the legal reserve 
companies are on or near an inadequate 
reserve basis, but the matter of mortal- 
ity experience can be somewhat com- 
pared. The fraternals put on their books 
a tremendous amount of new business 
and it was a number of years before the 
mortality was reflected on this new 
business. At the outset the premiums 
were adequate, but when the mortality 
began to increase in the groups which 
were only slightly increased by new 
business, the premiums became inade- 
quate. In the legal reserve business a 
situation slightly comparable is seen. Of 
course the premiums are adequate and 
there need be no anxiety in that connec- 
tion, but the matter of dividends may 
require a revision in the near future. 
The legal reserve companies have put 
on their books in the past ten years 
more business in some cases than had 
been placed on the books in the preced- 
mg quarter century or more. 


Reflects New Risks 


Thus, the business as a whole is now 
Showing a reflection of new risks. It is 
a generally recognized fact that life in- 
surance risks will reflect favorably from 
the medical examination for about six 
years. After that time, however, no 
enefits can be expected from the 
medical examination and a true mor- 
waiity experience will follow its course. 
This great amount of new business that 
'S Now on the books is only now begin- 
ning to outgrow the beneficial effects of 
medical examination and_ selection. 
Even if the business continued in the 





DIVIDENDS ANNOUNCED 
COMPANY PRACTICE DIFFERS 


About Evenly Divided Between In- 
creases and Continuations of 
Present Schedules 


Some additional announcements re- 
garding 1927 dividends have been made, 
the new announcement as in the past 
being about evenly divided between the 
increases and continuations of the pres- 
ent schedule. 

New announcements of companies 
which will not change their schedule for 
the coming year include the following: 
Baltimore Life, Guardian Life of New 


York, Boston Mutual Life, Berkshire 
Life. 

New announcements of companies 
which will increase their dividends for 
1927 include the following: Manufac- 


turers Life of Canada, Security Mutual 


Life of Nebraska, Scranton Life of 
Pennsylvania, Register Life of Des 
Moines, New England Mutual Life, 


Canada Life. The Detroit Life will con- 
tinue its present scale except that extra 
dividends will be granted on issues of 
1920 to 1924 inclusive. 





future at its present pace, it is antici- 
pated that there would be an increased 
mortality rate reflected, for the sudden 
boom of a few years back will be over- 
come somewhat by a persistent mainte- 
nance of the present scale of production. 
The preliminary reports for this year, 
however, indicate that the business will 
not maintain the same degree of in- 
crease in 1926 as was shown in 1925 and 
a few preceding years and, in fact, will 
possibly just hold its own in comparison 
with last year. If this is true and there 
is a definite check in the business, there 
will be even more weight given to the 
gradual aging of the business of the 
past decade. These millions of new pol- 
icvholders will step beyond the bene- 
ficial effects of the medical examination 
in increasing numbers and with an in- 
creasingly unfavorable effect upon the 
mortality rate. 


Younger Risks Over-stressed 


A 

The same condition is found some- 
what in respect to the general experi- 
ence of the companies regarding 
younger risks. It has been quite gener- 
ally found that the most marked im- 
provement in mortality has been found 
on younger lives. It is in connection 
with the younger lives that the Ameri- 
can Experience Table of mortality has 
been especially outg:own. The Ameri- 
can Experience Table is, of course, not 
fully in accord with modern mortality 
and actuaries are quite generally in 
agreement on the precision of the 
American Men Select Table, as the lat- 
ter table takes into consideration selec- 
tion which is a new and growing factor 
in the business. However, one of the 
factors in the outgrowing of the Ameri- 
can Experience Table has been the 
growing variation in the experience at 
younger ages. It is pointed out by some. 
however, that perhaps the statistics of 
the past few years have heen over- 
weighted in consideration of these risks. 
In the great increase in business since 
the war there has been an increasingly 
large proportion of young risks. This 
has put more weight on the effect of 
medical selection on the younger risks 
than on the older risks. 


Heavier Lapse Rate 


Furthermore, the younger risks have 
always been more prone to lapsation 
than the older ones and thus the in- 
crease in younger business has had an 
added influence on the favorable mor- 
tality experience. The young risks come 
on the books and go off the books far 
more frequently than the older ones. 
When a prospect past the age of 35 
takes out a policy he is a more certain 
permanent fixture than the prospect of 
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MAKES UNIQUE OFFER|URGE GREATER EFFORT 


FINDING UNUSUAL RESPONSE | 


Federal Life of Chicago Writes $1,800,- | Managers 


000 in One Day on $25,000,000 


Special Plan 


The Federal 
ceiving a gratifying response to its re- 
cent special offer through the Chicago | 
“Tribune” of $25,000,000 of life insur- | 


Renew Production 
Work to Meet General 
Decreases 


ag tespomae to ite re|“NO LONGER AN EXCUSE” 


ance at a special rate, without medical | This is View Expressed by Leader Who 


examination. The company last week | 
announced in a double spread advertise- | 
ment in the “Tribune” that it would 
accept life insurance applications of from 
$1,000 to $5,000 to a total amount on 
$25,000,000, without medical examina- 
tion. It followed up this week with a 
full page announcement of the offer. 


Writing Big Business 


As an indication of the response of 
the advertisement, the company wrote 
$1,000,000 the first day after the adver- 
tisement appeared and $1,800,000 the 
second day. The first week the company 
paid for $5,000,000 and again on the first 
day of this week following the appear- 
ance of the full page “ad,” the company 
office was flooded with applications. It 





is anticipated that it will not take long 
for the $25,000,000 to go on the books 
from this special offer. The policy is- 
sued is seven year term, convertible in 
five years, with the rate at attained age | 
applicable. The rates per $1,000 are 
as follows at certain representative ages: 
$8.62, age 20; $8.94, age 25; $9.42, age 
30; $10.16, age 35; $11.36, age 40; $13.55, 
age 45: $17.65, age 50. There is a slight 
reduction from the $1,000 rate for the 
$5,000 form, the rates being $43.10 at 
age 20 for the $5,000 policy. 


25, for the latter has not yet encountered 
his reverses which may call for lapsa- 
tion. Also the younger risk has not 
looked into the future with as great a 
degree of seriousness as his older 
brother. For this reason the lapse ratio 
has been far greater among the younger 
policyholders. This has consequently 
reduced the mortality experience among 
younger policyholders, though it has in- 
creased the cost of operation of the busi- 
ness, for these lapsed policyholders have 
seldom outgrown their six year period 
following the examination. It is be- 





lieved by some that this will have an 
increasingly important influence on the 
cost of the business in the future at the 
same time that it will be found to be an 
artificial improvement in the mortality 
itself. 

Experience Shows Big Improvement 


The experience of the companies of 
the officials who have so commented on 
the outlook has all been in line with the 
general experience. That is, practically 
every company has shown a consistent 
and persistent improvement in mortal- 
ity. The ratio of actual to expected 
mortality has decreased constantly year 
by year until this year and the actual 
experience would on the face lead all 
companies to say that there has been a 
definite improvement in mortality and 





that the average length of life has been | 


increased, 
have taken this more cautious viewpoint 
believe that it is a case of statistics tell- 
ing the wrong story. The statistics tell 
the story of improved mortality, but 
they do not tell all the story. It will 
require another five years or more to 
actually determine whether or not there 
has been an improvement in mortality, 
but these men who have expressed their 
views believe that certainly the eight- 
year increase in longevity is a case of 


Over-optimism as well as the increases | 
| ing up process. 


of even five vears that are reported by 
some companies. 


Urge Cautious Advance 


They agree that there has, of course, 
been a definite improvement in mortal- 
(CONTINUED ON PAGE 30) 


However, these officials who | 
| decrease in life insurance is the result 


Says Even a Business Depression 
Should Not Cause Slump 


—- 





In view of a somewhat persistent de- 
crease in new business in recent months, 
agency managers are renewing their ef- 
forts along production lines, urging 
every man in the field to take upon him- 
self his share of responsibility in main- 
taining the life insurance business on 
its present scale regardless of future 
business conditions. The managers point 
out that this is a matter entirely up to 
the life insurance agents, as they have 
it within their power to overcome prac- 
tically all handicaps encountered in the 


field. 


Ne Occasion for Slump 


As one agency manager has put it, 
“There is no longer an excuse for a gen- 
eral falling off of life insurance.” He 
said that it was formerly the case that 
when business slowed up in general life 
insurance followed in the parade and 
took its losses also. This manager be- 
lieves, however, that actual field results 
demonstrate that this is no longer neces- 
sary. The agent now knows that re- 
gardless of the conditions he encounters 
in the field he can maintain his produc- 
tion without decrease, this being accom- 
plished by increased effort on the part of 
the agent. When the agent sees diffi- 
culties ahead, he can counteract them 
by doubling and redoubling his efforts in 
whichever direction it may be necessary 
If money tightens up, he can maintain 
his business without a break by simply 
seeing twice as many prospects and thus 
turning in the same Pnal results. If it 
is twice as hard to sell business, he can 
sell just as much business by seeing 
twice as many people. 


Up te Individual Agent 


It is pointed out by some that busi- 
ness appears to be encountering a slight 
rebuff, but even this is not regarded by 
agency leaders as sufficient reason to 
justify the falling off that is reported in 
life insurance. Even if business should 
undergo an actual depression there would 
be no real reason for life insurance to 
follow in the train. Life insurance pro- 
tection becomes even more necessary in 
times of depression but on account of 
the emergency conditions in such per- 
iods there is an increasing sales resist- 
ance. This is overcome by an increased 
effort, however, and thus the agent can 
practically eliminate these periods of de- 
pression in their own business. 


Result of Over-Prosperity 


It is believed that the present slight 


of the unprecedented era of prosperity 
through which the business has emerged 
The leading producers in the business 
have been able to make such remarkable 


| incomes with a minimum of effort that 


the path of least resistance carries them 
along the current with the same expen- 
diture of effort. Slight business reactions 
are reflected in life insurance sales tor 
the reason that the agents are not ade- 
suately prepared to encounter the slow- 
As one manager put it. 
the renewal commissions, the prize of all 
agents and the incentive for effort, are 
at the same time a handicap in that the 
big producers rely too much on renew- 
als and do not worry about business 
reversals. He said that these men with 
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big renewals are too prone to sit back 
on their oars and take the path of least 
resistance, when they should be doub- 
ling their efforts to overcome temporary 
checks in the business generally. 


Draw Up Model Code 


HARTFORD, Dec. 1.—The model 
insurance code for adoption by the 
states throughout the country, long un- 
der consideration by a special commit- 
tee of the American Bar Association, 
has now been completed and copies dis- 
tributed among company officials, state 
supervisory officials and more than 100 
leading attorneys throughout the coun- 
try for their criticism and approval. The 
revised draft of this model insurance 
code consists of 211 printed pages 
which, if adopted, will adequately pro- 
vide for the proper regulation of insur- 
ance and insurance companies of all 
kinds, in the opinion of the committee. 
The committee of the American Bar 
Association which has been working on 
this is headed by William BroSmith, 
vice-president and general counsel of the 
Travelers. The other members are H. 
M. Garwood of Houston, Tex., Jay R. 
Benton of Boston, attorney-general of 
Massachusetts, Alfred Hurrell of Ne- 
wark and David Rumsey of New York. 


Louis D. Hall 


Louis D. Hall has been appointed gen- 
eral agent for the Kansas City Life for 
western Pennsylvania, with headquarters 
in Pittsburgh. Although not an insur- 
ance man Mr. Hall has been very prom- 
inent in a number of other lines in which 
he has been engaged. He was for a 
number of years with the Department 
of Agriculture at Washington as chief 
of the live stock and meat division and 
the Bureau of Markets. During the 
World War he administered the selec- 
tion and grading of beef for the United 
States and the allies. More recently he 
has been connected with a real estate 
mortgage company in Washington, D. C. 











PRESIDENT ALDER ANNOUNCES 1927 
COMMITTEES FOR THE ASSOCIATION 





fe committee personnel for 1927 
has been announced by George D. 
Alder, president of the National As- 
sociation of Life Underwriters, showing 
a strong line-up in all departments for 
the coming year. The committees are 
as follows: 

International Council—Edward A. 
Woods, chairman, Pittsburgh, Pa.; Jona- 
than K. Voshell, Baltimore, Md.; John 
Newton Russell, Los Angeles, Cal.; 
Canadian association to appoint other 
members. 

Publications—Ernest J. Clark, chair- 


man, Baltimore; Hugh D. Hart, New 
York; Franklin W. Ganse, Boston. 
Education—Guy MacLaughlin, chair- 


man, Houston, Tex.; Charles D. Kipp, 
Salt Lake City, Utah; W. R. Collins, New 
York; Milton L. Woodward, Detroit; 
Louis H. Baine, Denver. 

Collegiate Courses—Frank L. Jones, 
chairman, Indianapolis; J. B. Duryea, 
San Francisco; James A. Wellman, Man- 
chester, N. H.; Lawrence Priddy, New 
York; A. C. Larson, Madison, Wis. ° 


x * * 
Convention Arrangements — Harry G. 
Allen, chairman, Memphis, Tenn.; Neil 


D. Sills, Richmond, Va.; J. C. Rardin, 
Huntington, W. Va.; Geo. W. Ayars, Los 
Angeles; Chester O. Fischer, St. Louis. 

Relations With Other Organizations— 
J. E. Williams, chairman, Seattle, Wash.; 
Charles C. Gilman, Boston; Walter S&S. 
Payne, Salt Lake City; Wm. C. Murray, 
Harrisburg, Pa.; Fred C. Hathaway, Los 
Angeles. 

By-Laws—Ernest J. Clark, chairman, 
Baltimore; Franklin W. Ganse, Boston; 
Graham C. Wells, New York. 

Law and Legislation—Henry J. Powell, 
chairman, Louisville. (Chairman to ap- 
point his own committee.) 

x * * 

Salesmanship — John B. Duryea, San 
Francisco; William Goldman, Portland, 
Ore.; E. A. Ricker, Salt Lake City; H. 
Wibert Spence, Grand Rapids, Mich.; Roy 
Ray Roberts, Los Angeles. 

Cooperation With Trust Companies— 





Edward A. Woods, chairman, Pittsburgh; 
Franklin W. Ganse, Boston; J. Henry 
Johnson, Oklahoma City. 

Resolutions—Orville Thorp, chairman, 
Dallas, Tex.; Frank L. Jones, Indian- 
apolis; George E. Lackey, Oklahoma 
City; Charles L. Scott, Kansas City, Mo.; 
Will G. Farrell, Los Angeles. 

Local Association Practice—E. B. Ham- 
lin, chairman, Cleveland. (Chairman to 
name two other members.) 

Cooperation With R. & R. Course— 
Otis Logan, chairman, Indianapolis; 
Joseph D. Bookstaver, New York; Neil 
D. Sills, Richmond, Va. 


x * * 
Convention Program—Paul F. Clark, 
chairman, Boston; Edward A. Woods, 


Pittsburgh; William B. Henderson, Kan- 
sas City, Mo.; Guy MacLaughlin, Hous- 
ton, Tex.; Hugh D. Hart, New York. 
Committee Representing Ex-Presidents 
—Henry J. Powell, chairman, Louisville; 


Orville Thorp, vice-chairman, Dallas, 
Tex. 
Chamber of Commerce Cooperative 


Committee—Edward A. Woods, chairman, 
Pittsburgh; Franklin W. Ganse, Boston; 
Orville Thorp, Dallas; J. Stanley Ed- 
wards, Denver; R. E. L. Stephenson, San 
Francisco; E. B. Hamlin, Cleveland; 
Thomas H. Daniel, Atlanta. 

x * * 

Field Assistants—C. C. Day, Pacific 
Mutual Life; Oklahoma City, Okla., M. M. 
Deming, American Central Life, Des 
Moines; R. J. Guinn, New England Mu- 
tual, Atlanta; A. C. Larson, Central Life, 
Madison, Wis.; Clyde O. Law, North- 
western Mutual, Wheeling, W. Va.; 
Robert W. Moore, Jr., New England Mu- 
tual, Boston; W. C. Murray, John 
Hancock Mutual, Harrisburg, Pa. War- 
. Parks, Equitable Life, Rochester, 
4 3 Penn Mutual, 
Charleston, W. Va.; J. Arthur Pino, Mu- 
tual Benefit, Lansing, Mich.; Rulon M. 
Owen, Penn Mutual, Salt Lake City; 
Charles L. Scott, Massachusetts Mutual, 
Kansas City, Mo.; Bolling Sibley, Penn 
Mutual, Memphis; Don L. Sterling, Great 
Southern Life, Dallas, Tex.; E. A. Tirrell, 





Cedar Rapids, Ia.; Harvey Weeks, Proyj. 
dent Mutual, Buffalo, N. Y.; J. E. wij. 
liams, Phoenix Mutual, Seattle, Wash - 
J. S. Williams, Cleveland association 
Cleveland, O.; W. W. Winne, Connecticut 
Mutual, Denver, Colo. 


Issues Bulletin on Turnover 


The experience of several hundred 
companies, large employers of labor, in 
dealing with the labor turnover problem 
is incorporated in a report “The Moy- 
ing Finger Writes,” just issued by the 
policyholders’ service bureau of the 
Metropolitan Life. Pointing out that 
good will in industry depends upon 
good supervision, which in turn implies 
satisfactory labor policies, the conclu- 
sion is reached that only by some sys- 
tematic plan is good supervision pos- 
sible. ‘The first essential of proper 
supervision is some method of determin- 
ing the true facts in any given case. A 
suitable record form for analyzing labor 
turnover is described and actual illus- 
trations of its use are given. This 
booklet is the first of a series dealing 
with labor turnover problems. 


Kansas Life in New Building 

The Kansas Life of Topeka completed 
moving into its new home office build- 
ing this week and the formal opening 
has been set for Dec. 11. The new 
building is one of the finest structures 
in Topeka. It occupies a site 50 by 150 
feet, facing the Kansas state house. It 
is entirely fireproof, being of concrete 
and steel construction with a facing of 
Indiana limestone. The company: is 
now occupying all of the main floor, 
which in reality is two floors, counting 
the mezzanine as the home of the cler- 
ical and accounting departments. It is 
also using a small part of the basement 
floor but most of that floor and the 
upper floor is available for offices. The 
company expects to take over additional 
floor space as its own needs may require 
until it will ultimately occupy the entire 
building. 






































Good Open 


Territory 


for 
High Class 
Men 


LIFE INSURANCE 


as a PROFESSION 


Dp you ever stop to con- 
sider what real pleasure 
there is in the work of the suc- 
cessful life insurance salesman? 


Is there another profession 
in which opportunities 
greater and the pay so goodP 


New fields of service are 


constantly coming 
life insurance man. 


The Life 


are 


up for the 
And with 


every policy sold comes the 
feeling of a new friend made 
and a real service rendered. 


Insurance profes- 


sion is daily attracting high 
class men from other walks of 
life because of these oppor- 
tunities and the assurance that 
they can build for themselves 
a future income. 


International Life Insurance Co. 


St. Louis, Missouri 


W. K. WHITFIELD, President 


W. F. GRANTGES, Vice-Pres. and Gen’! Mgr. Agents 


DAVID W. HILL, Vice-President 
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IFE insurance is an abso- 

lute necessity in the world 
of today. Practically every 
man sees the need for it and 
its desirability. The average 
man has a definite desire for 
life insurance, which is not 
created by and is independ- 
ent of the agent. 


6 ii agent’s task then is to 
convert the intention to 
apply for life insurance at 
some indefinite future date 
to the desire for life insurance 
now. ‘There is an old saying 
about good intentions and it 
is the truth contained in this 
little morsel that must be 
brought home to the pros- 
pective assured. 
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pas is the agent’s task 
and only he can doit and 
do it well. Upon him is the 
responsibility—if he dallies, 
neglects his clients’ interests, 
then he is emulating the very 
procrastinating tendencies 
which he is supposedly try- 
ing to erase in his prospects. 
The Peoples Life Insurance 
Company and its representa- 
tives aim never to put off 
until tomorrow what can be 
better done today. 


RITE to E. J. Cotter, 

Superintendent of 
Agents, for information. 
Desirable territory in Ohio, 
Indiana, Missouri and Illinois 
is open to workers. 





ILLINOIS 
130 NORTH WELLS STREET, CHICAGO 
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THE SPIRIT 
OF 
GIVING 


It may be a little early to speak of Christmas 
But it is not so far away. 


Ere long the masters of satire will sharpen 
their pencils and issue the annual blast 
against “The Season of Useless Giving.” 
People will read the indictment and 
promptly succumb to the dictates of their 
own minds and—go shopping. 


That is an American characteristic, and 
who would have it otherwise? 


But gifts are the thought of the moment and 
it is not ill-advised, perhaps, to offer a suggestion 
to the busy man. This is it: 


Play Santa Claus in your family with a 
monthly income policy and see whether 
it is not the most pleasing gift your wife 
ever has received. 


The’Prudential offers a full selection of 
low-cost income protection and any of 
our Ordinary Agencies, located in all large 
cities, will be pleased to cooperate with 
brokers and agents who wish to place this 
type of coverage. 


The Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 


Home Office . Newark, New Jersey 























You Should Not Be Interested 


in reading this unless you have something to sell, buy 
or say to insurance men. You can reach thousands of 
interested men through the use of these columns. 
Without a doubt, you will be agreeably surprised with 


the results ads in the advertising columns will receive. 
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INTERESTING DATA ON AMERICAN MEN 
TABLE IN COMMISSIONERS’ REPORT | 








tached to the information concern- 

ing the mortality of the past 10 
years as compiled by the special com- 
mittee of the National Convention . of 
Insurance Commissioners named two 
years ago to investigate the advisability 
of granting permissive use of the Ameri- 
can Men table of mortality to Ameri- 
can life companies. While the report of 
this committee was not adopted by the 
convention, the findings of the special 
body were of special interest as they 
give the actual mortality results of the 
past 10 years of companies writing the 
bulk of the business. 


C “tached to the int interest is at- 


Represent 80 Percent 


The special committee had circular- 
ized all life insurance companies in 
America, asking for their experience 
during the 10 years 1915-1924, seeking 
to compile the actual mortality results 
as compared with the American Men 
computations. The commissioners re- 
ceived reports from only 51 companies 
and of these only 41 presented their data 
in a usable form. However, these 41 
companies represented 80 percent of the 
total business written and in force in 
the country and thus are representative 
of the general mortality experience. The 
41 companies represent all sections of 
the country and all sizes of companies, 
so that it is a wholly representative 
group. The companies had been asked 
to furnish the experience on ordinary 
business in force five years or longer, 
thus removing from the final results the 
influence of medical selection. 


All Were Within Estimate 


One of the striking things brought out 
in the report was the fact that only one 
company of the 41 showed a mortality 
experience during this ten year period 
of over 100 percent of the American 
Men table, although the peried covered 
both the war and the influenza extra 
mortality. Five companies showed a 
mortality experience of 95 to 100 percent 
of the American Men table, 8 companies 
showed a percentage of 90 to 95 percent, 
7 companies showed 85 to 90 percent 
and 20 companies showed under 85 per- 
cent. Four of these showed an experi- 
ence under 70 percent of the American 
Men table. It is pointed out, however, 
that the 14 companies showing under 80 
percent were generally small companies 
with the exception of two well estab- 
lished companies which reported on the 
net amount of risks rather than the 
gross amount. Thus it was shown that 
all but one company had mortality 
within the American Men ultimate table 
over the period of 10 years. 


Bxperience by Age Groups 


It was also shown that there was only 
one age group for which no company re- 
ported a mortality during the ten year 
period in excess of the American Men 
ultimate table. This was the age group 
of 50 to 59. The experience showed 
that nonconformity to the American 
Men table was most notable at the 
youngest and the oldest age group. For 
the attained age group of 20 to 29 there 
were 11 companies reporting mortality 
in excess of the American Men table: 
30 to 39 showed five companies; 40 to 
49 showed three companies; 50 to 59 
showed no companies; 60 to 69 showed 











five companies; 70 to 79 showed 16 com- 
panies; and 80 and over showed six 
companies. 


Effect of War and Flu 


A further analysis of the company 
mortality experience in comparison with 
the American Men table showed that 
the nonconformity was chiefly experi- 
enced during the war and influenza 
years. In 1918 the maximum number 
of companies showed mortality exceed- 
ing the American Men table, that year 
showing 34, but since that time there 
has been a persistent decrease until 1924 
showed no companies in excess of the 
American Men table. The table show- 
ing by calendar years the number of 
companies exceeding the American Men 
ultimate table is as follows: 


Year Companies Year Companies 
. | ee 13 1920 6 
916. 11 1921 2 
12 1922 1 
34 1923 1 
16 1924 0 





Mortality Experience Shown 


The most interesting analysis made 
by the special committee is that of the 
ratio of actual to expected claims during 
each of the 10 years by 10 year age 
groups. This was done in order to 
answer in a measure the questions asked 
as to whether the business had entered 
a new era with generally low mortality 
or whether the condition of the last five 
years is only temporary. The table 
shows that there has been a gradual im- 
provement in mortality from 1915 to 
1924, but the improvement in the last 
five years seems to bear a very close 
relationship to the high mortality ex- 
perience in 1918 and 1919. In 1918 the 
mortality was over three times the 
American Men table at ages 20 to 29 
and from 1920 to 1924 inclusive the im- 
provement was most marked. For ages 
30 to 39, the mortality was not as high 
in 1918 and 1919 as ages 20 to 29 and 
the mortality from 1921 to 1924 has been 
more or less constant. For ages 50 or 
over, there is no evidence to show that 
the war or influenza created any addi- 
tional mortality, while the ratios showed 
a tendency to improve at ages 50 to 59 
and 60 to 69, there is no such evidence 
for ages 70 and over. 


See Reversal Ahead 


The committee report then discussed 
other statistics not reported by the 
companies but taken from preliminary 
investigations of the American Men 
table, showing that there was a geo- 
graphic variance and a variance over 
various years. The committee then ex- 
pressed the opinion that it did not be- 
lieve the very low mortality of the last 
five years will continue to be as favor- 
able during the next 10 years. It is 
stated that although this past 10 year 
period included the war and influenza 
extra mortality, there are many char- 
acteristics of the business at present 
which might affect the experience of the 
future. ; 

The table drawn up by this special 
committee to show the ratio of actual 
to expectant claims, on the basis of the 
American Men table, during each of the 
10 years, 1915 to 1924, by age groups, 
is as follows: 


RATIO OF ACTUAL TO EXPECTED (AMERICAN MEN TABLE) 





80 and 

Year 20 to 29 30to39 40to49 50to59 60to 69 70to79 Over Total 
ge IR pe Me 3 864 .922 .956 1.013 1.047 1.146 973 1.012 
a ee 755 -861 1.010 1.042 1.027 1.154 1.038 1.021 
MEET Fe pis'e ofPep ov ds 47 867 -921 986 1.034 .980 1.081 974 
oe ert Se A 3.268 2.053 1.140 89 .975 1.011 -955 1.151 
ESS ane 1.576 1.332 .949 901 .949 1.022 .920 996 
CS 77 902 .865 878 -957 1.030 .982 915 
«8 Cee 587 639 .844 820 .904 1.077 888 850 
SE aa 4h @ ash ot teoce 609 632 .808 864 -885 1.025 980 845 
i isneebedd ede 611 664 817 883 .926 .942 985 858 
ME Doliveedscsel 585 662 .735 856 .889 .937 934 818 

eee -939 881 877 898 944 1.017 958 919 
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SMALL INCOME POLICIES 


The Equitable Life Assurance Society is on the outlook for young men of some 
experience in business, but who need to know nothing to begin with about the life 
insurance business, to be trained to sell Life Income Insurance in large amounts and 
also in smai/l amounts, and thus earn a good living. 


Some agents are successful in placing large Income Policies, but do not think it 
worth while to canvass for small policies of that kind. This is a mistake. Of course 
a large income will give more satisfaction than a little one, but it does not follow from 
this that the proceeds of a small policy payable in the form of an income will not be 
acceptable to the beneficiary. 


Many a man who feels that he has all the insurance of the ordinary kind that he 
needs, will be willing to supplement it with small policies guaranteeing small monthly 
payments to his wife and daughters for life, or to his grandchildren, or to nephews and 
nieces, or other dependents. 


MANY SMALL INCOME CONTRACTS 


An income policy that does no more than furnish pin-money to a well-to-do bene- 
ficiary will always be acceptable. 


A little policy that gives a wife, daughter, grandchild, or some other relative or 
friend $50 or $100 every Christmas, costs almost nothing, and often proves a good 
entering wedge by means of which the agent can induce a client to apply for a large 
amount of additional insurance. 


Someone has said, ‘““The agent who does not sell Christmas Present policies in De- 
cember is like the farmer who doesn’t take the trouble to pick the apples in his orchard 
when they are ripe.”’ 


Small Birthday Present Policies are also very popular. The agent can say to a 
client: ‘On your daughter’s birthday I know that it is your custom to make her a 
substantial present. Wouldn’t you like to perpetuate that remembrance after you are 
gone, to the very last birthday your daughter will spend, no matter how long she may 
survive you?” 


Wedding Anniversary Policies will also appeal to many husbands or fathers. 


A small income policy that will give a son or daughter enough money once a year 
to pay the cost of a vacation trip will always be acceptable. And every father can 
make himself very popular by providing such incomes every year. 


INCOME BUILDING 


Many a man who can’t afford a large Income Policy can begin with a small policy 
and take additional policies from time to time thereafter. By such a course a small 
income will be assured and if he persists a liberal income may be provided for later on. 





THE EQUITABLE LIFE ASSURANCE 
SOCIETY OF THE UNITED STATES 
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CONWAY BUILDING 


111 West Washington Street 
CHICAGO 














WE ARE PLEASED TO OFFER 


Insurance companies, branch offices and general 
agents attractive office space in this building. 


Also one entire floor containing 21,000 square feet 
is available. 


Location, equipment and service unsurpassed. 


Wim S. Pre, Manager 
Room 1243 © Phone: Franklin 4850 

















If You Have Knocked the “T” Out of “Can't” 


WE CAN {1. You a liberal first year commission. 
2. An unexcelled renewal commission. 
GIVE (3. Your beneficiary a renewal pension. 


™ [A FAYETTE LIFE 


LA FAYETTE, INDIANA 








CONDITION—DECEMBER 31, 1925 


ASSES nccccceececcccesecese cececes eecceees ececed $ 8,019,646.55 
NN OO a eecccaceceoses 7,166,856.74 
Capital and Surplus............ cecccccccocces 

urance in Force.........++. eecceese eeeseeeees 69,037,822.00 


Ambitious Men of Sales Experience Will Be Interested in the Liberal Agents Con- 
an i in ae 
Gand Onsnings tarrthe Right Type of Men. 


THE CAPITOL LIFE INSURANCE COMPANY 


Clarence J. Daly, President. Denver, Colorado 














read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes « 


to 
buyer of “‘Easy Lessons in Life Insurance.”” a text and review book with quiz supplement. 61.56 The 
National Underwriter Co 1362 1 e Exch Chicago. x 








NO DEFINITE COMMENT 


PROHIBITION NOT A FACTOR 





Actuaries in Doubt as to Effect of 18th 
Amendment and Voistead 
Act on Mortality 





DES MOINES, Dec. 1.—Prohibition 
has not cut down deaths from alcohol- 
ism, life insurance company executives 
said here last week. “It is true,” said 
R. G. Hunter, actuary for the Equitable 
of Iowa, “that life insurance companies 
have been experiencing a favorable mor- 
tality within recent years, although there 
has been a halt in the downward ten- 
dency of the death rate since 1921. To 
attribute this favorable experience to 
prohibition would be as incorrect as to 
state that the slightly increased death 
rate since 1921 is due to prohibition. 
We do know that deaths from alco- 
holism have increased considerably 
within the past six years. There was a 
decided drop in the death rate both be- 
a after prohibition went into ef- 
ect.” 

E. M. McConney, actuary for the 
Bankers Life of Iowa, is of the opinion 
that deaths from alcoholism are on the 
increase. He says: “Although I have 
nothing definite upon which I may base 
such an opinion, I believe that other 
insurance mortality authorities will agree 
with me on this. Whether prohibition 
prohibits enough to affect the health of 
the people cannot be determined until a 
longer period has elapsed since the enact- 
ment of the prohibition amendment.” 





Canadian Officers Meet 


The progressive influence of life in- 
surance companies on the countries in 
which they carry on their activities was 
emphasized by Edward E. Rhodes, vice- 
president of the Mutual Benefit Life 
and president of the Actuarial Society 
of America, speaking at a luncheon held 
in connection with the annual meeting 
of the Canadian Life Insurance Officers 
Association in Toronto. The other 
speaker and guest of honor was James 
A. Robb, minister of finance in the Do- 
minion cabinet, who advised that to pre- 
serve the homes insurance should be 
kept sound. 

Addresses were given at other sessions 
by C. S. MacDonald, general manager 
of the Confederation Life and president 
of the association; C. D. Rutherford. as 
sistant actuary of the Sun Life of Can- 
ada, and Prof. Gilbert Jackson of the 
department of economics at the Univer- 
sity of Toronto. The report submitted 
by Mr. MacDonald showed a member- 
ship of 31 companies. 


Announces Essay Contest 


The Union Trust Company of Detroit, 
which has been one of the leaders in 
the development of the life insurance 
trust and general cooperation with life 
insurance men, has announced its fourth 
annual scholarship essay contest, the 
subiect this year being “The Family 
Budget—What It Is and What It Does.” 
Last year the subject of the essay was 
“The Advantages of Life Insurance.” 

This year’s essay will again tie up the 
subject of life insurance in this contest, 
which annually arouses much interest 
throughout Michigan. There are five 
scholarship prizes of $1,000, the purpose 
being to send the winners of these es- 
says to a university. There are now 15 
former contestants attending college as 
beneficiaries of these $1,000 scholarships. 


Announce Additional Speaker 


The Association of Life Insurance 
Counsel has announced an addition to 
its program for the annual meeting to 
be held at the Hotel Astor in New 
York City, Dec. 7-8. Frank H. Sul- 
livan of the St. Louis bar will present 
a paper on “Life Policies and Collateral 
Securities” in addition to the papers pre- 
sented by the members of the organ- 





—=—== 


CHANGE MEETING PLAN 





MAP ASSOCIATION ACTIVITIES 





University Life Underwriters Associa. 
tion Rearranges Program to 
Remove Conflict 





The University Life Underwriters As- 
sociation of New York held its first 
meeting of the year last week at New 
York University. More than 150 mem- 
bers attended the meeting which was 
presided over by President Joseph John 
Keon, Equitable Life of Iowa, who 
opened and skilfully directed the rather 
heated discussion that took place about 
the organization’s future policy. The 
association was formed three years ago 
by graduates of the life insurance train- 
ing course at New York University. 
Since that time about 700 have been 
graduated from the course and more 
than half of them are active members 
of the association. 


Cite Change in Purpose 


In the beginning the primary pur- 
pose of the organization was to induce 
more men to enroll in the training 
course in order to qualify themselves as 
thoroughly competent agents, but lat- 
terly its activities have seemed to many 
members to be too much a duplication 
of the work of the parent organization, 
the New York Life Underwriters As- 
sociation. In spite of the protests of 
those who wish a continuance of the 
present policy, pointing out that the Uni- 
versity Life Underwriters movement was 
becoming national in scope with affili- 
ated associations in Oklahoma City, Los 
Angeles, Buffalo, Rochester, Albany and 
Pittsburgh, a_ resolution was passed 
abolishing the monthly dinner meetings. 


Plans Are Changed 


Instead, it was decided to hold a din- 
uer meeting every three months just at 
the time of graduation of the students of 
the New York University training 
course, who will be guests of the as- 
sociation at such meetings. It was also 
decided to hold a meeting immediately 





preceding the monthly dinner meeting 
of the New York Life Underwriters As- 
sociation. At these dinner meetings the 
members of the University Life Under- 
writers Association will hereafter have 
their own large table. 

Their first dinner to the graduating 
students at New York University wili 
be held sometime during the week end- 
ing Dec. 18, when this year’s first class 
of 60 students will be given their diplo- 
mas. 


Wendt Addressed Agency 


NEW YORK, Dec. 1.—Paul D. 
Wendt of Hoey, Ellison & Wendt, gen- 
eral agents here for the Equitable Life 
of Iowa, was the speaker at this week’s 
meeting of the educational course of the 
John C. McNamara organization of the 
Guardian Life. He talked on “Building 
a Clientele,” a subject on which he is 
eminently qualified to speak from his 
successful experience in the past in en- 
tering and developing new fields. Mr. 
Wendt entered the local field less than 
two years ago and has contributed much 
in building up one of the most progres- 
sive and rapidly growing agencies in the 
city. The theme of Mr. Wendt's talk 
was that the business of an agency can 
only be established on a permanent and 
satisfactory basis by buiding up ar 
ever-extending clientele. 


Equitable of Iowa Figures 


The Equitable Life of Iowa reports 
that 33.9 percent of all business paid 
in October was written on old policy- 
holders. The total for the year to date 
is 32.8 percent of all paid-for business. 
The company has made a 30.8 percent 
gain in paid-for production the first ten 
months of 1926 over the same period in 
1925. Iowa continued to lead all states 
for the ten months by a slight margin 
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CITE TRAINING BENEFIT 
WILL HAVE RECORD BUSINESS 


Phoenix Mutual Life, With Reduced 
Force, but All Trained to Estab- 
lish High Mark 


HARTFORD, Dec. 1.—The Phoenix 
Mutual Life expects to close its books 
on Dec. 31 next with $76,000,000 new 
insurance paid for which is a tidy in- 
crease over the same item of last year’s 
report. Particular interest attaches to 
this figure when it is noted that the 
company has only 42 agencies and a 
total of 465 agents only. The high grade 
of this force may be understood better 
when the average production of the 
force is $170,000 for the year or about 
$5,000 im premiums. 


No Brokerage Business 


Less than 5 percent of the company’s 
business was credited to other than its 
own agencies, no brokerage being ac- 
cepted. The two offices in New York 
City will total for the year about $8,000,- 
000 and the Chicago office will pay for 
about $2,500,000. The home office agency 
force consisting of 33 men under Col. 
D. Gordon Hunter will pay for about 
$4,000,000. These 33 men are all new- 
comers in the business, none over five 
years in the service and all trained in 
the Phoenix Mutual school. Col. Hun- 
ter was a Phoenix Mutual agent before 
the war and afterwards took charge of 
the company’s training school and then 
was selected to build up a home office 
agency force. His agency operates only 
in Hartiord and the three adjoining 
counties. 

All Men Trained 


All Phoenix Mutual men are obliged 
to take the training course before they 
can solicit for that company and except 
for a small number on the Pacific Coast 
not yet enrolled they are all graduates 
of that school. Two schools on the 
coast this summer qualified 25 men in 
Los Angeles and 20 in Seattle. The 
operations of this company are noted 
with especial interest when it is remem- 
bered that Vice-President Russell swung 
the axe relentlessly some years ago and 
announced that the Phoenix Mutual was 
going to have fewer agents but better 
ones. It is not believed that the aver- 
age production of $170,000 for the entire 
agency force of the company, which in- 
cludes some veteran agents emeritus, 
will be easily matched in the experience 
of others. 





Killed Operating Still; Resist Payment 


_ The Modern Woodmen of America 
is resisting payment of a policy to Wal- 
ter Cavett of St. Louis, killed by an 
explosion while he was operating a still. 
It contends that his occupation at the 
time of death invalidated his policy, 
which provides that no member of the 
society shall engage in the liquor bus- 
iness. The fraternity is further defend- 
ing its case on the ground that the act 
was a violation of the law, under another 
invalidating section of the policy. Before 
the Volstead law the anti-liquor-bus- 
iness clause was rigidly enforced but 
since then clerks of local camps have 
been less strict, maintaining that there 
is no liquor business. The coroner’s 
jury verdict, however, is being held by 
the imsurer as proof that Cavett did 
engage in the liquor business by opera- 
tion of the still. . 


Sentinel Life Sets Record 


The Sentinel Life of Kansas City, or- 
ganized by officials of the Employers 
Indemnity, and which has taken over 
most of the accident and health business 
of that company, broke the record for 
development of new business by writing 
$3,000,000 in life insurance within the 
first 30 days following its incorporation. 
This business was written on the special 
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charter policy in Kansas City only. 





a 
JAMES W. STEVENS, Founder 











The Ideal 
Agency Officer 


HE ideal agency officer is one who knows his 
| company from the ground up—thoroughly knows 

and has confidence in his superior and fellow 
officers, and having this information and this intimate 
acquaintance is willing to stand by that company and 
those officers’ just as loyally and steadfastly as though 
he himself was personally and solely responsible for 
every existing condition and every action taken. 


He must be a sincere man, a man who in his deal- 
ings with agents has the ring of sincerity and fair 
dealing, showing’ tqual favor to all and unequal oppor- 
tunities to none. 

He must be deeply appreciative of the difficulties 
which confront the man behind the rate-book, and 
from the well of his own practical experience and 
knowledge be able to counsel wisely and advise in- 
telligently on all the multitude of big and petty 
problems and disputes which are forever coming up 
m an active agency organization. 

He must be a man of quick and positive decisions, 
and his oral promise once given must be as binding 
as though reduced to writing. 

He must be intimately acquainted, but not grossly 
familiar, with his agents. 

He must be big enough to frankly acknowledge such 
mistakes as he may make, to take upon his own 
shoulders a great part of the blame for an agent's 
lack of success, and so constituted temperamentally as 
to be burdened without irritation with the thousand 
and one little complaints and troubles of the men 
who compose the agency organization. 

In brief, the successful head of an agency depart- 
ment is the “Little Father” of the organization, an 
upon his patience, forbearance and good counsel, and 
the degree of respect and confidence he enjoys of the 
men under him, depends the success and the strength 
of the producing force. 


From address of R. W. Stevens, President 
Illinois Life Insurance Co., Before Life 
Agency Officers Association, Chicago 

November, 1025. 





Illinois Life Insurance Co. 


CHICAGO 


James W. Stevens, Founder 


Greatest Illinois Company 


1212 LAKE SHORE DRIVE 


The Illinois Life is The Dean of the Illinois Legal Reserve Companies 
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HOME LIFE INSURANCE COMPANY 
OF AMERICA 
Incorporated 1899 


PROTECTS THE ENTIRE FAMILY 
POLICIES ARE ISSUED FROM BIRTH TO SIXTY YEARS NEXT BIRTHDAY 
Home Life Agents are satisfied 
A Home Life Contract brings prosperity and progress 
2 ¢ © 8.2 
Home Life policyholders are satisfied 
A Home Life policy brings peace of mind to the man 
who loves his family 


INDEPENDENCE SQUARE PHILADELPHIA, PENNA. 

















Do your fellow agent a good turn—get him ac- 
quainted with The National Underwriter, the real 
msurance newspaper. 


CHANGE RECOMMENDED | the transaction of such business 4, 


should come before such a body; that 
the sales congress part of the national 


WOULD REVAMP CONVENTIONS | convention program be conducted jn re. 





Ohio Agents Ask National Association 


to Limit Registration to Named 
Delegates 





The Ohio life underwriters, through 
their state association, have taken im- 
portant action in going beyond the ordi- 
nary criticism of the National associa- 
tion conventions by making some defi- 
nite suggestions for future gatherings. 
The resolution, adopted at the annual 
meeting at Columbus, O., last week and 
forwarded to the National association, 
reads as follows: 


Recommend Change 


“Resolved that it is the sense of this 
meeting that we suggest to the officers 
of the National Association of Life 
Underwriters that they seriously con- 
sider changing the plan of their annual 
convention so that attendance at the 
annual meeting be restricted to duly 
authorized delegates of the local associa- 
tions; that such annual meeting be held 
for the purpose of definitely defining 











policies of the National association and 
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Offering Something New and Different 


GENERAL AGENTS 


Arkansas, Kansas, Missouri, Ohio, Oklahoma, Pennsylvania and Texas 








PROSPECTS OR “SUSPECTS?” 








or disability of the parent or guardian. 


College. 





CANVASSING PORTF 





assist our representatives. 


We have devised a unique PRE-APPROACH PLAN which ABSO- 
LUTELY transforms “Suspects” into PROSPECTS. 


A NEW CHILD’S EDUCATIONAL ENDOWMENT POLICY 
insuring the child as well as the beneficiary—a “TWO-IN-ONE 
CONTRACT” waiving further premium payments in event of death 
This contract is non- 
medical up to $2,000.00 and insures children from one day old to 
nine years. Paying in monthly sums when the child is ready for 


A closing argument in pictures and facts put up in a convenient 

610 which aids in securing the “name on 
the dotted line.” This brings both the sense of sight and hearing 
into play and PRODUCES BUSINESS that would otherwise be lost. 


Many other NEW FEATURES in the making that will materially 














MEN OF CHARACTER AND ABILITY WANTED 





GEO. L. GROGAN 
Manager of Agencies 





The Bank Savings Life Insurance Company 
Of Topeka, Kansas 


Guaranteed Low Cest 











gional meetings under the auspices of 
the national.” 

In explanation of this action, the jo}. 
lowing letter was sent to the president 
and board of trustees of the Nationa| 
association, enclosing the resolution and 
reading as follows: “The enclosed reso. 
lution offered by the Ohio Association 
of Life Underwriters is prepared be. 
cause of the following reasons: 

“It is apparent from the last few 
meetings of the National association that 
it has reached its limit so far as the 
value of the present meetings is cop- 
cerned. The meetings reach only a lim- 
ited number of life underwriters and not 
those who need such meetings. The 
programs have been excellent and of too 
great a value to let die after used for 
the benefit of so few underwriters as 
compared with the number in the United 
States. 

“There is not enough tie between the 
National association and local bodies. 
The officers understand the connection 
but few underwriters realize the value 
of the National association. 


Is Efficient Plan 


“The plan we have suggested is the 
plan of most business organizations. By 
the National association holding regional 
sales congresses it would give the asso- 
ciation a chance to put across the Na- 
tional’s program, its working policies, 
and give individual underwriters direct 
a report of the service in the National 
association. It would mean that the 
number of underwriters who would re- 
ceive the benefit of such congresses 
would be multiplied by the number of 
meetings held, and even if we are not 
able to have the same speakers at each 
sales congress the same subjects could 
be discussed, and this service could be 
materially improved as the plan pro- 
gressed. It would serve to increase 
membership and increase a_ willingness 
to pay higher dues for membership. 
“We seriously urge a careful consid- 
eration of this suggestion. The experi- 
ence of our state association shows that 
this plan is workable and valuable.” 


Stages Remarkable “Comeback” 


There is widespread interest to life 
underwriters in the remarkable “come- 
back” staged by on of the prominent 
Chicago life underwriters, Morris Weil 
of the New York Life. Mr. Weil is 
well-known as the oldest Nylic and the 
first senior Nylic of the company in the 
country. He was formerly one of the 
company’s big producers and was the 
first agency counselor appointed by the 
company. Ten years ago, however, Mr. 
Weil suffered a total disability and since 
that time has been unable to engage in 
business of any kind. This year, at the 
age of 72, he recovered his health and 
re-entered the field, staging one of the 
most remarkable “come-backs” known. 
After being out of the business for 
10 years and despite his 72 years, Mr. 
Weil has returned to the business with 
a goal of $400,000 for the fiscal year and 
to indicate that he intends to make the 
goal, he has paid for $100,000 in the past 
30 days. Mr. Weil is not only return- 
ing to the fold as a personal producer, 
but is reassuming his duties as agency 
counselor, taking a particular interest in 
developing the interests of the Chicago 
men in the Nylic plan. He speaks from 
experience, citing his own receipt of 
$126,000 under the Nylic plan since com- 
ing with the company, $64,000 of this 
being in the past 20 years. Mr. Weil 
has been with the company 45 years 
and is a life member of the $200,000 
club. This Nylic plan, however, car- 
ried him through his ten-year disability 
without feeling it. 





Assessment Company Licensed 


The Mt. Whitney Mutual Life & 
Benefit Association of Porterville, Cal.. 
which will write life insurance on the 
assessment plan, has completed organ- 
ization and been granted a license to 





operate in California. 
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POSITION OUTLINED 


ATTITUDE OF HARRY L. CONN 





Objected To Inmadequacy of Premium 
and Not Solicitation by Mail 
Without License 


COLUMBUS, O., Dec. 1—In_last 
week’s issue it was stated that Harry 
L. Conn, Ohio insurance superintendent, 
had taken immediate steps to have a 
certain life company, with its home office 
in a neighboring state but not licensed 
in Ohio, discontinue the practice of send- 
ing out letters to Ohio citizens soliciting 
applications for insurance and offering 
a reduction in first and second year’s 
premiums. , . 

As it was worded, the article made it 
appear that Mr. Conn had taken ex- 
ception to this practice principally be- 
cause the company was not licensed in 
Ohio and was soliciting Ohio citizens 
without an Ohio license. As a matter 
of fact, Judge Conn objected to the com- 
pany’s plan because an inadequate pre- 
mium was being charged. The amount 
of the premium was insufficient to set 
up the proper reserve and it was to this 
feature of the plan that Judge Conn 
objected. 

As is known, the United States Su- 
preme Court has handed down a decision 
making it lawful for a life insurance 
company to solicit business by mail, even 
in states where it is not licensed. 


Addressed Fraser Agency 


NEW YORK, Dec. 1.—At this week’s 
regular educational meeting the P. M. 
Fraser agency here of the Connecticut 
Mutual heard a witty and pointed ad- 
dress on “The Life Insurance Man as a 
Human Being” by Clancy D. Connell 
of the Provident Mutual. In a humor- 
ous but highly illuminating way Mr. 
Connell described the methods of ap- 
proaching and closing prospects which 
he used with success. The danger with 
all profeSsional men, he said, is that 
they are liable to become too profes- 
sional and formal. The most effective 
approach to the prospect is from the 
human side. You should talk to him 
about what is passing through your 
mind in an attempt to learn what is 
passing through his. It is this human 
personal touch that leads to a meeting 
of minds. The speaker at next week’s 
meeting, according to the announcement 
of Associate Manager Charles J. Zim- 
merman, will be Lawrence Simon, Mas- 
sachusetts Mutual, who will give one of 
his famous selling talks. 





Writes Big November Business 


J. A. Campbell, Chicago, manager 
central branch office of the New York 
Life reports that his agency paid for 
over 575 cases for a total of over $2,600,- 
000 during November, bringing this 
agency’s total for the two months’ cam- 
paign in October and November to over 
$5,000,000. 


Voted Down Merger 


According to W. R. Shirley, president 
of the Yeomen of Des Moines, the pro- 
posed merger of the Fraternal Brother- 
hood of America with the Yeomen was 
voted down last week at the annual con- 
vention of the Fraternal Brotherhood in 
Los Angeles. The vote against the mer- 
ger was 26 to 22. Mr. Shirley attended 
the convention. 





Change Name of Masonic Life 


Policyholders and members of the Ma- 
sonic Life Association have approved 
the proposal to change the name of the 
association to the Buffalo Life Associa- 
tion. The change will become effective 
Jan. 1, 1927. The operating methods of 
the association wil! not be changed in 
any way, membership, as in the past, 
being limited to members of the Masoriic 
fraternity. 








MANY AUTO FATALITIES 





165,000 DEATHS IN 2 YEARS 





Tremendous Increase in Traffic Accident 
Rate Forecasts Appalling Mor- 
tality in the Future 





WASHINGTON, Dec. 1.—The com- 
mittee on traffic accident statistics of the 
National Conference on Street & High- 
way Safety reports that approximately 
165,000 people lost their lives as a re- 
sult of automobile accidents in the last 
20 years, a number equivalent to the 
total population of such cities as Fort 
Worth, Tex., Grand Rapids, Mich., or 
Youngstown, O. These automobile 
fatalities exceeded the total losses of all 
the United States armed forces during 
the world war from wounds, disease and 
all other causes. The committee states 
that if the present automobile death 
rate should continue unchanged for the 
next 20 years, even though the popula- 
tion of the United States remained sta- 
tionary, the total number of automobile 
fatalities in that period will be approxi- 
mately 440,000 people, equivalent to the 
entire present population of such cities 
as Minneapolis, New Orleans or Cin- 
cinnati. 

Safety Work Is Being Done 


The report of the street traffic com- 
mittee of the National Automobile 
Chamber of Commerce, presented to 
the directors of that body recently, is 
more optimistic. It states that due to 
the energy of school teachers through- 
out the country, there is now some sign 
of improvement in traffic accident rec- 
ords. The committee has made a sur- 
vey of safety work being done by the 
state educational system and finds that 
reports of the school men are highly 
encouraging. This work is being en- 
couraged by public officials, safety coun- 
cils and other organizations. 

Fatalities Show Increase 

Automobile fatalities for the first nine 
months of 1926 show a 3 percent in- 
crease over the same period of 1925, but 
September was one of the worst months 
on record as far as the largest cities are 
concerned. New York, Chicago, Phila- 
delphia, Detroit, Cleveland and Balti- 
more all had bad records in September 
as compared with last year or with 
August of this year. Boston, Buffalo 
and Cincinnati showed an improvement. 
Progress in safety education in the 
schools is indicated by the results of the 
survey as follows: Sixteen states have 
statewide safety instructions; six report 
no program for such instructions; eight 
report partial efforts throughout the 
state; no reports were received from the 
remainder. 


Bankers Life Managers Meet 

Sixty-five agency managers from 35 
states in the Bankers’ Life territory met 
in Des Moines Nov. 29-30 for the an- 
nual business session, devoted to plans 
for 1927 and fixed quotas for the year. 
Henry S. Nollen, president, presided at 
the sessions and Paul Root, Des Moines; 
J. A. Spargur, Indianapolis, and Severin 
Schulte, Santa Ana, Cal., regional di- 
rectors, were among the attendants and 
spoke. Social events included a dinner 
and theater party. 


Heifetz Banquets His Agents 

Samuel Heifetz, manager of one of the 
Chicago agencies of the Mutual Life of 
New York, gave a banquet to the men 
of his staff at the Hotel LaSalle on Tues- 
day evening. There was an informal 
program following the dinner, Mr. Hei- 
fetz and some of his leaders giving short 
talks and in addition Frank D. Silber, 
the Chicago attorney who recently won 
a $30,000,000 fire insurance case being 
the only outside speaker. Announce- 
ment was made of another $1,000,000 
month in November, the Heifetz agency 
having firmly established itself as a $1,- 











000,000 agency. It has now set its De- 
cember goal at $2,000,000. 








PROGRESS 


To the material mind, progress is 
measured by tangible devices—the 
advancement of organizations being 
expressed in terms of monetary 
wealth, numerical increase, multi- 
plicity of products, enlargement of 
area, conservation of effort. We 
live in an age both practical and 
scientific; we are encircled by for- 
mulae designed to determine our 
infinite graduations of efficiency. 


And yet, while progress may in- 
deed be viewed from the sharp 
angles of commerce and competition, 
there is a higher coign of vantage 
from whence we may more deli- 
cately weigh, measure, and summar- 
ize our general advancement toward 
the goal of ultimate achievement. 


For progress implies the evolution 
of ideals into pene, the transfor- 
mation of cold prestige into warm 
good will, the replacement of ego- 
tism by right sense of relative values, 
the fusing of the rough ores of sheer 
strength and power into the finer, 
flexible metal of dependability. 


The essence of true progress is 
universal betterment. Only when 
all the component parts of an insti- 
tution keep pace with its physical, 
mental and moral improvement can 
its development be permanently 


helpful and healthful. 


AMERICA 
CENTRAL 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 


Old Line Legal Reserve 
Established 1899 


HERBERT M. WOOLLEN, President 
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There's a Place for You— 


out in California where you 
can write insurance for a Home 
Company among a progressive 
people under delightful weather 
conditions every day in the year. 


If you are a clean, competent 
salesman of life insurance, bearing 
proper credentials, and desire to 
locate in Sunny California to pro- 
duce business under an attrac- 
tive agency contract, write now 
to M. F. Branch, Manager of 


Agencies. 





CALIFORNIA 
ob ee ED ee Si ioe 


J. Roy Kruse, President 
SACRAMENTO 





YOUR OPPORTUNITY 


DISTRICT MANAGERS—GENERAL AGENTS 
Splendid Inducements 


We’ve had Twenty Years consistent growth and are 
now ready for a Broader Expansion Program. 


Home Office Co-operation—Up-to-date Policies. 


Operating in Iowa— Minnesota— So. Dakota — 
Nebraska. 


Write us in confidence to see if our desires and 
Qualifications are Mutual. 


A Clean Record—Ability—and a willingness to work 
hard are the most essential Qualifications. 


Address T-83, c/o 
THE NATIONAL UNDERWRITER. 








COMMENT ON ECONOMIC CONDITIONS IN 
THE SOUTH FOLLOWING COTTON SLUMP 








southern states have attracted con- 

siderable attention in recent months 
because of the tremendous increase in 
the cotton crop this year resulting in a 
heavy slump in cotton prices. The 
farmer, of course, is the “goat” under 
almost any circumstances. If he has a 
large crop, prices are likely to be low, 
and the expenses of handling his heavy 
production will be great. As a result 
he is in an unfortunate situation. On 
the other hand, if prices are high, the 
chances are that he has a very meager 
crop to sell. 

The serious drop in cotton prices re- 
cently has had a serious influence on 
the whole economic condition in the 
south, inasmuch as the cotton crop, un- 
der the peculiar conditions of the south- 
ern states is practically the foundation 
for all agriculture and hence of all busi- 
ness. Consequently the drop in cotton 
prices is having its influence on’‘the en- 
tire business situation. 

In order to learn just what effect this 
condition has had upon the southern 
life insurance companies, THE NATIONAL 
UNDERWRITER wrote to omcials of vari- 
ous companies located in the south to 
ask what their experience had been. 
Some of the replies are as follows: 

x * * 


E. G. Simmons, vice-president and 
genetal manager Pan-American Life, 
New Orleans.—During the past few 
months there has been a decided slimp 
in business in considerable of our south- 
ern territory. We, of course, anticipate 
that we will write as much or possibly 
a little more business than we did last 
year. You are aware, however, that a 
good deal of our business is written in 
territory other than that included in 
the southern states. 

I think that most companies realize 
that business distributed both over rural 
and city territory is desirable, and the 
Pan-American, following that line of 
thought, has established a number of 
city agencies. We have at this time 
substantial agencies in practically all 
large southern cities. 

The low price of cotton is, of course, 
affecting business to a very decided ex- 
tent, not only the writing of new in- 
surance, but the collection of first year 
notes taken by agents on insurance al- 
ready placed. The south has raised a 
bumper cotton crop, and I am quite sure 
with the present plans of financing the 
hold-over cotton, we are going to see 
a material increase in cotton prices dur- 
ing the next 30 or 60 days. 

x * * 


F. E. Cann, vice-president and secre- 
tary, Jefferson Standard Life, Greens- 
boro, N. C.—We find some slackening 
in the production just now as compared 
with the last two years. Our paid for 
business is running ahead of last year 
which, in turn, was ahead of the previ- 
ous year. Our written business is fall- 
ing somewhat behind, so either our paid 
for business will ultimately fall behind 
or else the explanation lies in the fact 
that we are getting a better quality of 
examined business and the agents are 
paying for a higher percentage of it. 
We could not speak as to the general 
practice but we ourselves are compet- 
ing more seriously for city business than 
formerly. Like most new and smaller 
companies operating in the south, the 
beginnings of our business were made 
in country districts. Now that we are 
well established, we are not neglecting 
the country business but are emphasiz- 
ing very strongly the “prospects for 
good business in the cities and an in- 
creasing percentage of our business is 
coming from city districts. 

Naturally, with cotton selling at be- 
low the cost of production this fall, it 
has had some effect on our new busi- 
ness. I don’t think it will depress our 
new business below what it was last 


T wes economic conditions in the 





ing as much as we had a right to ex. 


pect. 
Conditions Still Good 


I think you will find that most com- 
panies are expanding their agencies jn 
the south as actively as possible when- 
ever opportunity presents itself. Con- 
ditions in the south are good despite 
the present low price of cotton: in fact, 
they are so good that cotton prices 
have not materially altered our funda- 
mentally prosperous conditions. I know 
of several northern companies which 
are right now engaged in organizing 
or in some cases reorganizing SO as to 
greatly strengthen their forces in North 
Carolina. I feel that the conditions in 
North Carolina are possibly better than 
in any other southern state but still con- 
ditions are in no state really poor and 
there is lots of good business for every- 
one who goes after it properly. 

x * * 


Wilmer L. Moore, president Southern 
States Life, Atlanta—From our own 
experience the first nine months of the 
year, the business produced was a dis- 
appointment, but this was accounted for 
by the situation in our own organization 
which we have corrected, having recent- 
ly added to our official family Edward 
S. Chadwick, formerly of Boise, Ida., 
as a vice-president and manager of 
agencies. 

Taking into consideration the condi- 
tions in the country brought about by 
the shock received on account of the 
low price of cotton, our business for 
September and October, and thus far 
for November, is very gratifying. Sta- 
bilizing of the price of cotton by the 
banks, aided by the national government, 
has had its effect and I believe gen- 
erally speaking people are more hope- 
ful than they would have been if this 
cooperative movement had not been in- 
augurated. It unquestionably prevented 
the price of cotton from going much 
lower. I believe that a greater good 
will be accomplished by this movement 
by the country banks generally in the 
future requiring farmers to curtail their 
cotton acreage and diversifying their 
crops. This can only be controlled 
through the bankers, supply men and 
cotton factors. All discussion of the 
question seeking governmental aid, leg- 
islative action, etc., was mere bunk. 
The activities named, by united action 
on their part throughout the entire 
southern section, can place the south 
within three years where its agricul- 
tural interests will be independent. 


Cotton Is Basis 


We have a peculiar situation in the 
south which people, generally speaking, 
do not understand. Everything in con- 
nection with farming is based upon cot- 
ton. Unfortunately a larger number of 
the farmers belong to the tenant class. 
The landlord bases his rentals upon a 
required number of bales of cotton. 
Bankers, the supply man or the fertil- 
izer man bases his line of credit upon a 
given number of bales of cotton so that 
the farmer is compelled to raise cotton. 
He lives a year in advance, he is in 
debt when the planting season starts 
and as soon as the seeds are placed 
in the ground, the crop is mortgaged. 
This entire system will require chang- 
ing before the cotton farmers of the 
south can hope for any prosperity. 
Generally speaking, the younger com- 
panies secure the greater part of their 
business from the rural sections. They 
have never succeeded in any great way 
in entering the large cities. This they 
are striving to do and in course of time 
will accomplish their purpose. _ Possi- 
bly for many years to come their prin- 
cipal efforts will be in the country and 
in the small towns. 


Business Has Reached Peak 
- I think there is the general impres- 





year, but it will keep it from increas- 


sion among life insurance companies 
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that the business has reached its peak 
and that in order to secure a satisfac- 
tory writing of new business it will re- 
quire strengthening of the agency or- 
ganizations. . ; 

Taking into consideration the abun- 
dant crops produced other than cotton, 
I believe that the south, generally speak- 
ing, is in better condition today than 
it was at this time last year. It is esti- 
mated that the decline in the price of 
cotton has cut off the purchasing power 
of the south $400,000,000. This, of 
course, will have its effect in every line 
of activity. 

*~ * ~ 

Paul M. Ray, vice-president and 
agency manager Provident Life & Ac- 
cident, Chattanooga.— The insurance 
business in general is keeping pace in 
1926 with the preceding years. As to 
the practices of other companies with 
regard to putting on more steam in 
the cities, I am unable to make any 
statement; however, I do know that 
our own company will undertake in the 
future to give more attention to the 
cities than we have done in the past. 
Regarding the effect of the price of cot- 
ton, will say that for the past six weeks 
it has seemed to slow up production 
somewhat, though I think the last few 
days the situation is improving. ‘ I think 
companies in general are expanding 
their agency plants in the south. It 
is not our intention to reduce our ac- 
tivity in the rural territory in the future, 
but rather to increase our business in 
the cities. We wish to hold both types. 

* * * 

Clarence E. Linz, vice-president and 
treasurer, Southland Life: The new 
south, a south distinguished by tremen- 
dous expansion industrially, financially, 
and even in an agricultural way, is 
more than coming into its own as a 
field for life insurance, according to in- 
dications in operations of this year. 
Hardly a month in this year has passed 
without fresh indications that the south, 
just as it became “industry conscious” 
and began to develop industrial pos- 
sibilities one by one, has become “in- 
surance conscious” and realizes the ex- 
tent to which its man power is under- 
insured and uninsured. The develop- 
ment of this consciousness, naturally, is 
slow but it is just as sure as it is slow. 


Crop Season Was Late 


We of the south began the insurance 
year with a year of fair prosperity 
passed and a year of great prosperity 
just ahead. Conditions during the first 
three months as indicated by life insur- 
ance were better with the exception of 
a few scattered territories, than they 
had ever been before. Then came a 
slight slowing as prospects for a doubt- 
ful season of crops intimidated the 
weak-hearted. This, in turn, changed 
to better conditions as the realization 
spread that we had a late, rather than 
a bad season ahead. With nine months 
of better than average business behind 
there came the wail of the “bad times 
man” that cotton prices were ruinous 
and that business was bound to fall off. 


Value of Crops High 


But, fortunately, no sooner had the 
“bad times man” spoken than govern- 
ment figures were shown indicating that 
while the south was forced to take a 
low price for cotton, that crop would 
bring slightly more in actual money 
than any crop ever produced; that 
other agricultural products both in 
quantity and in value were far in ex- 
cess of any previous year; and that the 
value of other products, including oil, 
lumber, and sulphur, was beyond even 
the most hopeful expectations. This 
of course, produced a reversal ‘of senti- 
ment and feeling so that all businesses 
and life insurance, in particular, set out 
to find a prosperity they knew existed 
in the south. They have found it now 
and will find it more and more as the 
year draws to a close. 


Business from the Cities 
Finding business dull and full of panic 


in the strictly cotton producing areas, 
life insurance companies turned tem- 


porarily to the towns and cities where 
money was and is as plentiful as ever. 
Lapsation rates, companies found, were 
high in districts where prosperity de- 
pended entirely on cotton and cotton 
prices, but these were almost com- 
pletely offset by the prevalence of busi- 
ness in cities, in grain producing cen- 
ters, and where industries are the main 
factor of “good times.” And new busi- 
ness was found even in the cotton dis- 
tricts because the huge cotton crop, 
while it received only the low price, 
necessitated more ginning, more pick- 
ing, and more handling than any crop 
in the history of the state. 


Is Agricultural Territory 


The year found great activity among 
both companies having home offices in 
the north and those built in the south 
as to agency expansion. This, too, was 
marked by a distinct desire to found 
permanent organizations of a high class 
nature, and the tendency to get away 
from the principle of volume for vol- 
ume’s sake only. The south, apparently 
in the past decade had impressed others 
as a field for industry and finance and 
no cry of bad times, whether true or 
false, was to stop the steady advance of 
development. It is my personal opinion 
that while life insurance turns tempo- 
rarily to increased activity in the cities 
and towns because of a slight tendency 
to centering of population there, this 
will not be permanent because funda- 
mentally the south is an agricultural ter- 
ritory and always will be. 

* * * 


E. P. Greenwood, president Great 
Southern Life, Dallas—The Great 
Southern, as to written and paid for 
business, is ahead of the same period 
last year, showing about 12 percent 
increase. Written business shows a lit- 
tle higher increase than paid for busi- 
ness, due to a little lag in the payment 
of nets, caused, I think, by the low price 
of cotton, that being our chief agricul- 
tural product in this part of the country, 
and considerable portion of our busi- 
ness being on the lives of rural people. 

I do not know of any switching of 
effort from country to city. We are 
putting on all the force we have in both. 
Cotton prices doubtless have affected 
new business to some extent, as well as 
renewals, but have not by any means 
destroyed the business. 

I think companies operating strictly in 
the south will not attempt unduly to ex- 
pand their agency forces or urge the 
forces they now have, as such an effort 
brings about abnormal business, which 
has undesirable features. We prefer to 
take just the business which should be 
written without goading our agents on 
to write a volume irrespective of class 
and quality. 


Missouri State’s Good Showing 

The first 20 days of November the 
agency organization of the Missouri 
State Life wrote $10,864,211 compared 
with $9,546,482 for all of November, 
1925. In October the company pro- 
duced more than $16,000,000. 
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Modern Policy Contracts 
—every up-to-the-minute feature 


Modern Rates and Rate Book 
—it’s all there—the last word 


Special Corporation Policy Business Men's Policy 
—pays face for disability —special low rate—$2,500 up 
Famous Child’s Policy 
Parent insured. Child insured. Endowment for child 
If parent is disabled, policy becomes paid-up Endowment 


Thrift Policies 
“Junior Banker” “Paid-Up Additions” 
All Endowments Par and Non-Par 


Ordinary Life Non-Par 
Participates at end of 20 years 


Annual Dividends at End of Ist Year 
to Help Pay Second Premium 


Loan Value to Help Pay S 


Paid-Up Life Option 
Under all Endowment Policies 


Retirement Policies 
Income for Life. Endowments 
at 50, 55, 60, 65, 70, 75, 85 


Non-Par Limited Pay Life 
Endowment 
Participate at end of 
premium paying period 
d Pr 


Endowment Option 
Under Limited Pay Life Policies 


Non-Participating Policies 
Low Rates 





Participating Policies 
Low Net Cost 
- Age Limits—Birth to 65 . 
5% on Trust Funds Now 5% on Instalments Now 
5% on Dividend Accumulation Now 


Liberal Disability Benefits 
Life Income and face of policy 
at death. Waiver premium 


Major Surgical Operation Benefits Dismemberment Benefits 


Women Accepted at Standard Rates 


Planning of Insurance Programs All Forms Monthly Income 
—made easy by Instalments and Trust 
rate book Fund Options 


Double Indemnity 
Accidental Death 


Bequest Insurance 


Inheritance Tax Provisions Life Insurance Trusts 


Sub-standard Department 
Accident Department 
All Forms Accident and Health Policies 


Group 
Life—Accident—Health 


Employment Insurance 
Ten employes eligible 
Wholesale Insurance 
Lodges, Clubs, Labor Unions 


Salary Savings 
Monthly Payments 





YOU ARE INVITED TO PARTAKE OF THIS BANQUET 





Address Agency Department 


Continental Life Insurance Co 


ST. LOUIS, MISSOURI 


Edmund P. Melson, Pres. J. De Witt Mills, Sec’y 

















D. W. CARTER, Secretary 








STATE MUTUAL LIFE ASSURANCE COMPANY 


OF WORCESTER, MASSACHUSETTS 


INCORPORATED 1844 


The Company has recently introduced an exceptionally complete and practical 


EDUCATIONAL COURSE 


for the use of its Agents and those who contemplate entering the life insurance business. 


B. H. WRIGHT, President 


STEPHEN IRELAND, Superintendent of Agencies 
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HARRY L. SEAY, Proiident 
Over $111,000,000 Insurance in Force 


Some very desirable territory still open in its home state—-TEXAS. — 
Exceptional opportunity for the right man in Tennessee, Minnesota and Indiana. 
The Southland’s agents receive wholehearted Home Office co-operation. 


For Information Address 


CLARENCE E. LINZ, Vice Pres. and Treas. 
DALLAS, TEXAS 


We Want 
GENERAL 
AGENTS 








WELL-KNOWN, 

old-line, Eastern, 
mutual life insurance 
company of the highest 
standing desires to get 
in touch with life under- 
writers who have the 
bility to produce per- 
sonal business while 
organizing their own 
territories, but who are 
dissatisfied with present 
connections because of 
lack of support, unhappy 





surroundings or limited 
opportunities. 


To such men this com- 
pany offers General 
Agencies in Tennessee, 
Arkansas, Missouri, or 
Alabama—and unusual 
support in quickly de- 
veloping the respective 
territories. 








Full details as to company, 
contract, etc., can quickly be se- 
cured by writing, in confidence, 


C. W. WRIGHT 
Supervisor of Southern States 


1174 College Street 
Memphis, Tenn. 





—. 
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KATTELL URGES ADOPTION OF THE 
AMERICAN MEN TABLE OF MORTALITY 





tive value of the American Men 
and the American Experience 
tables of mortality has been made by 
Sherman C. Kattell, actuary of the Lin- 
coln National Life, in a booklet just 
published... Mr. Kattell presents an ap- 
peal for the permissive use of a new 
valuation standard, saying in part: 
“The American Experience table was 
compiled some 65 years ago from the 
limited experience of one company. Its 
author stated that it was not intended to 
be, nor did he ever claim it to be, an 
accurate interpretation of the experience 
of that company. The probability is that 
it did not represent American mortality 
at that time and I believe it will not be 
disputed that it is very far from repre- 
senting the mortality now being experi- 
enced by life insurance companies. Fur- 
thermore, it is generally recognized that 
its variation from true mortality is much 
greater at the younger ages than at the 
older. From a scientific point of view 
there is no question but that the Ameri- 
can Experience table as a standard valu- 
ation should be superseded. 


Discrepancy Is Cited 


“From the practical point of view 
there are many objections to the Ameri- 
can Experience table. Because of the 
discrepancy between the mortality pro- 
vided by this table and the mortality ac- 
tually experienced, the net premiums 
produced by the table are much higher 
than necessary, especially at the younger 
ages. In fact, these net premiums are 
so high that up to ages 35 or 40, a num- 
ber of non-participating companies are 
using these net rates as office premiums. 
Indeed, one large company is using pre- 
mium rates which are below the net 
American Experience 3% percent rate 
up to age 45 on the ordinary life plan 
and up to age 43 on the 20-pay life plan. 
This high net premium is a _ serious 
handicap to the nonparticipating com- 
pany, because as a practical proposition 
it is necessary to charge premiums at 
least equal to the net premium accord- 
ing to the valuation standard. In only 
one state is it absolutely forbidden. to 
charge a premium less than the net pre- 
mium, but a number of states have 
statutes imposing a deficiency reserve 
in case of office premiums less than the 
net. This deficiency reserve assumes 
such proportions that it would be im- 
possible for any except the very strong- 
est of companies to reduce their rates 
below the net premium and even these 
strongest companies would be able to 
go only slightly below. 


Mutual Companies’ Case 


A N interesting discussion of the rela- 


“On the other hand, the mutual com- 
panies are in no wise restricted by the 
deficiency reserve laws, inasmuch as 
their office premiums contain a much 
larger loading factor, the desired adjust- 
ment in net cost being effected by means 
of dividends or premium refunds. There 
are a number of mutual companies 
whose net cost for the first year of in- 
surance, that is, premium less dividend 
payable at the end of the first year, is 
less than the net premium which the 
non participating company must charge. 
Inasmuch as the dividends increase from 
year to year, this discrepancy becomes 
greater as time goes on. Assuming that 
the non-participating companies are as 
well managed as the mutuals, the infer- 
ence which we immediately gather from 
this is that nonparticipating companies 
could and would charge less for their in- 
surance if they were not penalized for 
doing so. There is a place for both par- 
ticipating and nonparticipating insur- 
ance in this country. The preliminary 
term companies are particularly handi- 
capped by the American Experience 
table. 

Effect on Public 

“TI have discussed the unfairness of our 
present valuation standards in their 
effect upon different classes of com- 
panies. An even more important effect 





is that upon the insured public. It has 
been emphasized time and time again 
that the young policyholder has been 
and is paying more for his insurance 
than he in equity should. As the scien- 
tific men in the business of life insur- 
ance, we should bend every effort to 
abolish this inequity. At present, there 
is no choice for the nonparticipating 
companies. They cannot go below a 
certain premium. The participating 
company can establish equities by means 
of dividends, but it is not a simple mat- 
ter to do sq when the theoretical costs 
of insurance are based upon the Ameri- 
can Experience table. When you con- 
sider the fact that the American Men 
table shows a mortality of only about 
50 percent of that shown by the Ameri- 
can Experience at the younger ages and 
a full 100 percent at age 60, it would ap- 
pear that the above formulas do not do 
substantial justice between different 
ages. The patching up of the American 
Experience table that would be neces- 
sary in order that equities might be es- 
tablished between different ages is 
prima facie evidence that this table is an 
antiquated and worn out piece of ma- 
chinery. 

“The American Men table is fairly 
consistent in its measure of actual to ex- 
pected mortality at all ages. In other 
words, the many experiences cited would 
indicate that the new table is a good 
measuring rod. The use of this table 
would therefore introduce an equitable 
mortality element in nonparticipating 
premiums, and permit with equity great 
simplification in the mortality element 
of the dividend formulae used by par- 
ticipating companies. 

Statistics Are Biased 


“The variation at different ages in de- 
parture of the expected mortality by the 
American Experience table from actual 
experience is a great handicap. When- 
ever we attempt to interpret mortality 
statistics, this must be kept in mind. 
Our medical directors and underwriters 
must thoroughly understand this phase 
of the situation, otherwise their efforts 
in the selection of risks may be mis- 
applied. The worst feature, however, is 
that any published statistics will always 
be misinterpreted and consequently mis- 
information disseminated. The princi- 
ples of life insurance are intricate. Why 
should we make the understanding of 
these principles more difficult by the 
needless introduction of such a factor 
as the discrepancy which €xists between 
our theoretical and actual mortality? 


Now Used Extensively 


“The American Men mortality table 
or some similar one is now used as far 
as possible by both nonparticipating and 
participating companies. I believe that 
no competent actuary of a nonparticipat- 
ing company would use the American 
Experience table in computing premium 
rates for company use. They use Ameri- 
can Experience net rates for some plans 
at some ages, but this is from necessity 
and not choice. If you will look at any 
participating company’s dividend 
formula, it will immediately become evi- 
dent to you that they are not using the 
American Experience table in determin- 
ing their net cost. They are distribut- 
ing a considerable portion of their load- 
ing, while their gain and loss exhibit 
will show that they have but very little 
loading in excess of their expenses. In 
fact, some participating companies will 
show a loss from loading even in normal 
years. When vou look at the mortality 
element in their dividend formula, you 
immediately see that they are not dis- 
tributing nearly all of their savings from 
that source, as compared with their gain 
and loss exhibit showing. The fact is. 
that they are not using the American 
Experience table at all in this distribu- 
tion, but rather the American Men table 
or some other one that is more nearly 
in accord with actual experience. ‘ 

“The objection most often given 1s 
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that the American Men table was com- 
piled from the experience of normal 
times free from epidemics and wars; that 
it is an average table, consequently not 
covering the mortality of all companies 
and all sections of the country. In other 
words, it is objected that the mortality 
expressed in this table is too low to be 
used as a legal standard. An investiga- 
tion of the experience of 15 companies 
for five-year periods from 1904 to 1925 
shows that the mortality during the five 
years covering the period of the in- 
fluenza epidemic and the war was only 
slightly higher than during the period of 
the American-Canadian mortality inves- 
tigation. There has been a great im- 
provement in mortality during the last 
five years, and those companies experi- 
encing a greater mortality than that of 
the American Men table from 1900 to 
1915 in all probability would not have 
had a mortality of more than 100 percent 
during the last five years. It is true that 
epidemic and war mortality must be 
provided for, but these are more or 
less remote contingencies and are in 
a category of things for which we main- 
tain a contingency reserve or surplus. 
If things out of the ordinary never hap- 
pened there would be no need of a 
surplus. 


Should Not Handicap All 


“Let us for the moment concede that 
there are some companies whose mor- 
tality will be greater than the American 
Men ultimate table. I fail to see how 
they would be handicapped by its 
adoption. It is self-evident that one 
company having a consistently higher 
mortality than another, unless there are 
counteracting influences, must charge 
more for its insurance than the lower 
mortality company. After all, the gross 
premium is the important thing. If the 
mortality table used does not cover the 
mortality experienced, there must be an 
extra charge in the loading element to 
cover the extra mortality. Even if the 
American Men table were a handicap to 
some few companies is that any reason 
why we should maintain the present arti- 
ficial standard which is an acknowledged 
handicap to the business in many ways? 

“Another objection which has fre- 
quently been offered to the American 
Men table is that the reserve and conse- 
quently the cash values would be larger 
than under the American Experience 
table. I have even heard some ac- 
tuaries say that they would not object 
to the small increase in reserve, if it did 
not mean an increase in surrender values. 
When I hear statements of this kind, it 
sometimes makes me wonder the pur- 
pose of an insurance company. If the 
insurance is primarily for the policy- 
holders, as I have always supposed. it 
does not seem to be out of place to give 
them a surrender value to which they 
are really entitled. To me, this would 
seem to be an added reason why we 
should adopt the American Men table. 


Competition No Worse 


“Many of the younger companies 
seem to fear excessive competition, if 
the American Men table is adopted. At 
present, I dare say 75 percent of the in- 
surance written is on the participating 
basis. We already have this competi- 
tion with us, and how are we going to 
meet it under present conditions? We 
already have the competition of one 
large company which has reduced its 
nonparticipating rates below the net 
premiums. We already have the com- 
petition of numerous other large non- 
participating companies who value bv 
the net level premium or select and ulti- 
mate methods and to whose net cost the 
nonparticipating preliminary term com- 
pany cannot approach. It seems to me 
that competition is now about as rigid 
as it can be. 

“It is the younger non-participating 
companies that are feeling this competi- 
tion most, and I think it is wholly illegi- 
cal for them to oppose the only remedy 
to their own embarrassing situation. 
These are the companies who will even- 
tually profit most by a new valuation 
standard and to whose eventual success 
the new standard will become almost 
a necessity. In discussing this question 





Cites Example of Big 
Field for Annuities 


E possibilities before the life un- 

derwriter in the development of sin- 
gle premium annuity business are em- 
phasized by the recent experience’ of 
Thomas A. Farris of the St. Louis 
branch of the Missouri State Life. Mr. 
Farris received a phone call from an 
unknown gentleman, who inquired cer- 
tain details regarding life annuities. Re- 
fusing to disclose his identity, this 
prospect stated that he would call upon 
Mr. Farris in a short time, which he 
did. The net result was that in one 
interview the prospect gave Mr. Farris a 
$5,000 check for a single premium life 
annuity, effective at once. He was a 
prominent St. Louis dentist, 72 years 
of age. Under the contract he was to 
receive $294.45 monthly for life. 

This instance is cited to show the pos- 
sibilities in connection with the annuity 
policy. Here was a $25,000 sale “over 
the counter,” as it were, the agent in no 
way creating this prospect. It is pointed 
out that there are countless similar cases 
of those well along in years who have 
a fair amount of cash which they would 
like to convert into a life income, if 
properly approached on the matter. This 
has become an institution in England, 
where they have developed annuities to 
a far greater extent than in this coun- 
try, but in recent years the annuity has 
become increasingly popular among 
American life underwriters and its fu- 
ture is regarded as even more promising. 








it must continually be kept in mind that 
the proposed use of the American Men 
table is permissive only and not compul- 
sory. Companies that sincerely believe 
that this table is not safe for their use, 
that feel that the small extra reserve re- 
quired would be detrimental, or for any 
other reason are convinced that they 
should not use the table, are under no 
compulsion. They may continue ex- 
actly as at present. Their feelings are 
to be respected, but they must not be 
allowed to infringe upon the freedom of 
others. The door of opportunity must 
not be closed to all because some do not 
wish to enter.” 


Companies Name Attorneys 


Full compliance has now been made 
by all non-resident insurance companies 
licensed in Pennsylvania with the recent 
order of Commissioner Einar Barfod, 
that they designate as attorney for serv- 
ice in the state an agent or manager in- 
stead of following the long established 
practice of naming the insurance com- 
missioner in such relation. This ruling 
of Mr. Barfod was issued at once the 
Pennsylvania supreme court held the old 
method illegal. The custom of appoint- 
ing the head of the insurance depart- 
ment as attorney for service obtains in 
the great majority if not in all states, 
and while the practice has been discon- 
tinued in so far as Pennsylvania is con- 
cerned, it will doubtless continue to be 
observed in the other commonwealths. 


Mutual Life’s New Directors 


The board of trustees of the Mutual 
Life of New York has elected the fol- 
lowing new members to the board of 
directors: Charles H. Markham, Chi- 
cago, chairman of the board and until 
recently president of the Illinois Central 
Railroad; Clarence M. Woolley, New 
York, president of the American Radia- 
tor Company, and William Marshall 
Bullitt of Bruce & Bullitt, formerly 
solicitor general of the United States. 


E. W. Christy Resigns 

E, W. Christy, supervisor of agencies 
of the United States Life, has tendered 
his resignation effective Dec. 31. He 
has held this position since 1912, prior 
to which he was state manager of the 
company in Ohio, with headquarters in 
Cleveland. For several years he was 
secretary of the National Association of 
Life Underwriters. No definite decision 
as to any future connection has been 
announced. 











Kansas 
Oklahoma 
‘Texas 


The Springfield Life Insurance Company has re- 
cently opened Branch Offices in Kansas, Oklahoma 
and Texas. For the Live, Wide-Awake Producer 
there is an opportunity to get in on the GROUND. 
FLOOR and secure a REAL GENERAL AGENCY 
contract. in these states. 


Already a portion of the desirable territory has been 
assigned, Other assignments are pending. Prompt 
action will secure a LIFE LONG CONTRACT with 
Liberal First Year Commissions and NON-FOR- 
FEITABLE RENEWALS. 


Our PROSPECT BUREAU is placing in the hands 
of our Agents BONA-FIDE INTERESTED PROS- 
PECTS. We are taking our FIELD MEN out of 
the class of “Sidewalk Merchants,” “Peddlers,” 
“Solicitors” and “Canvassers.” 


Our “PREFERRED ORDINARY LIFE” Policy 
oo all competition. The Net Cost is Exceedingly 
w. 


Our New “OPTIONAL LIFE INCOME AND EN- 
DOW MENT” Policy has met with instant approval. 
The Large Annual Dividends paid by the Company 
makes the net cost on all plans competitive. 


If interested write either of the following 
or the Company: 


E. H. LAW 
State Manager for Kansas 
229 South Hydraulic St. 
WICHITA, KANSAS 


FORD AND FORD 
State Managers for Texas 
3551 University Blvd. 
DALLAS, TEXAS 


J. 39. COE 
State Manager for Oklahoma 


(Temporary Address) 
1400 Topeka Blvd. 


TOPEKA, KANSAS 


Serve and Succeed With’ 
the Springfield 


SPRINGFIELD LIFE 
INSURANCE COMPANY 


A. L. HEREFORD, President 


SPRINGFIELD, ILLINOIS 


C, HUBERT ANDERSON 
Superintendent of Agencies 
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Builders 


Our principal strong point is 
the will to give a service which 
will be appreciated by our own 
staff and respected by others. 


Operating in the States of 
Texas and Oklahoma, the 
Home Office is able to render 
a type of personal service to 
Agents that is unbeatable. 
Writing all modern policy 
forms, the Company offers 
choice territory to Agents of 
ability. 


Our records show that policies 
were issued on 79% of the ap- 
plications during 1925 within 
three days after reaching the 
home office. 





HOME UFFICE 
F. & M. BANK BUILDING 


Southern Union Life 


FORT WORTH, TEXAS 


J. L. Mistrot 
President 


Tom Poynor 


Vice-President 




















| each year Ralph H. Waldo, Mr. Cun- 
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Does Your 

Novelty Advertising 

Reflect the character of your 
Agency? 


When you give Wallets—give Wallets 
you can be proud of—Kaufmann Wallets 


AUFMANN’S Systeman 

Security Holder is an 
honest to goodness good will 
builder. It typifies to your 
clients the brand of service 
you render—your appreciation 
of their patronage—and often 
it helps deliver those extra 
policies. 


It is the best leather container 
on the market designed to pro- 
vide a place for insurance policies, 
bonds, and other valuable papers. 


A standard size at $2.25 and a 
large size at $3.15. Get the quan- 
tity rates now. 


E. L. KAUFMANN 
Room 700, Austin Bldg. 
Chicago, IIl. 


111 W. Jackson Blvd. 
| ————— 6° 0 0 0 0 ee 0 0 





Telephone Wabash 3933 








CERF REACHES MILLION MARK 


L. A. Cerf, Jr., manager of the up- 
| town branch of the L. A. Cerf agency 
of the Mutual Benefit, reached the $1,- 
000,000 mark in personal production 
several weeks ago. Mr. Cerf has been 
among the millionaires for many sea- 
sons but is not becoming blase about it. 
In fact, he is working harder than ever. 
His ambition is to join permanently the 
ranks of those who are millionaires 
twice or thrice over. Mr. Cerf is that 
rare combination, a life underwriter who 
can not only sell himself but can actu- 
ally show and teach others how to do 
| the trick themselves. A great boom in 
business in certain quarters may be ex- 
| pected immediately, for Mr. Cerf was 
| this week's speaker at the all-star series 
| of talks being given by the Hart & Eu- 
| bank agency. 


| 
{ 
| 
| 
| 


* * 
EFFECTIVE ILLUSTRATION BLANK 


Liberty Street office of the Mutual Life 
of New York, has worked out a very 
simple and effective illustration blank 
for use by his agents in presenting their 
proposition to prospects. The illustra- 
tion blank is partly a brief but compre- 
| hensive explanation of the company’s 
contract and partly a financial state- 
ment. It shows the client clearly and 
| graphically just what protection he is 
| buying and just what it will cost. Mr. 
| Cunningham reports that the use of this 
illustration blank resulted in a 50 per- 
cent increase in business last month, 
the first month it was tried. 

Mr. Cunningham is another of those 
who lay great store by life insurance 
education. From October to July of 


| 
P. D. Cunningham, manager of the 
| 
| 


| ningham’s assistant, conducts a_ con- 
tinuous series of classes on such subjects 
as the important features of a contract, 
comparison of ordinary with modified 
life plan, life income and term poli- 
cies, how to analyze insurance needs 
and apply policies to satisfy the ap- 
proach and the close. The office. was 
opened only about a year ago and at 
that time adopted the slogan, “A million 
a month.” The fact that the agency 
has been able to live up to its motto is 
largely due, according to Mr. Cunning- 
ham, to this educational work. 
e ¢ 8 
STORY’S BOOK PUBLISHED 


Walter Scott Story, head of the liter- 
ary bureau of the Mutual Life, has just 
had published by the Century Company 
another fine juvenile adventure tale en- 
titled “The Uncharted Island.” One 
might ask what but a fine story could 
be expected of a writer with such a 
name. 

x * * 

BOOKSTAVER AGENCY’S GAINS 


The Bookstaver agency is running far 
ahead of this ycar’s quota and Joe Book- 
staver states that the greatest compara- 
tive gains were made in June, July and 
August. In those months his agents, 
contrary to the general practice, did not 
let up in their drive for business and 
they reaped a great harvest. Business 
came easier and in larger quantities be- 
cause there was less competition. 

x * * 
MeNAMARA AT ROCHESTER 


John C. McNamara, Jr., metropolitan 
manager for the Guardian Life, was the 
guest of honor at the first annual com- 
bined meeting of the Buffalo, Syracuse 
and Rochester agencies of the company 
held recently at Rochester. About 25 
members of the three agencies attended 
and heard Mr. McNamara’s illuminating 
address on “Some New Ideas in Life 
Insurance Selling.” The other speakers 
and their subjects were Arthur L. Beck, 
“Consecutive Weekly Production”; 
James J. Nugent, Rochester, “Life In- 
surance Trusts”; and W. F. O’Connor, 
Syracuse, “Program Insurance.” Later 


AS SEEN FROM NEW YORK | 


BY G. F. WILLISON all 
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ester Life Underwriters Association on 
“Better Use of Old Ideas.” During the 
meeting Manager Ernest B. Houghton. 
Rochester, was genial host to the visit- 
ing agents at a dinner at Hotel Saga- 
more. Last year Manager Houghton and 
Max Reinboth of the Doremus agency 
here won the high distinction of being 
the first two $1,000,000 personal produc- 
ers in the history of the company. 
* * * 





STUDENTS SET HIGH RECORD 


Vincent B. Coffin, director of the life 
insurance training course at New York 
University, announces that during the 
past 6 weeks $3,445,550 has been written 
by the 60 students enrolled in the course. 
This establishes a new high record to 
shoot at. The entire amount, which ay- 
erages almost $10,000 per week per stu- 
dent, was written before and after 
classes by these students, all of whom 
are connected with various local agen- 
cies and received full commissions on 
all policies sold. 

x * * 
WRITES ON PROGRAM PLAN 


The wonders of programming are 
marvelous to behold. Herman Bastian 
was rapidly coming to the front in his 
work with the Trustee System Com- 
pany, a loan company at Reading, Pa., 
but not long ago he decided to seek the 
larger opportunities offered in the life 
insurance business. Last month he 
joined the agency of the Continental 
Life at Reading, and in that first month 
wrote well over $50,000 of business, all 
of it on the program idea. With a min- 
imum of luck he feels certain to finish 
the year with $200,000 paid-for to his 
credit. To write at the rate of $800,000 
a year during one’s first three months 
in the business is surely no méan accom- 
plishment. Perhaps the glory should be 
equally divided between programming 
and Mr. Bastian himself. 

. ¢ « 

AGENCY ADDS TO ITS HONORS 

The Robbins & Simons general 
agency here of the Home Life of New 
York has added two blue ribbons to its 
already large collection. A recently pub- 
lished report of the company gives the 
agency first honors for amount of insur- 
ance written and amount of premiums 
not only for October but for the first 
10 months of the year. The Robbins & 
Simons agency is also distinguished lo- 
cally as one of the few general agencies 
hereabouts that has already paid for its 
quota set by the company this year. 

* * * 

AT HOME OFFICE CONFERENCE 

P. M. Fraser of the Connecticut Mu- 
tual and his associate manager, Charles 

Zimmerman, together with Harold 
Heilman and A. Joseph of the agency 
staff, left for Hartford early in the week 
to attend a conference with officials of 
the home office. 

es 2 
HEILMAN JOINS FRAZER FORCES 


Harold B. Heilman joined the Fraser 
agency of the Connecticut Mutual on 
Nov. 15, having been previously con- 
nected with the Travelers. Mr. Heilman 
has been a large producer for many 
years, but he has outdone himself re- 
cently. Since Nov. 15 he has written 
more than $50,000 on 16 applications, an 
average of more than one application a 
day. In view of his exploit the Fraser 
agency has set him a quota of an appli- 
cation a day from now until the first of 
the year. If he continues at his present 
pace Mr. Hamilton will pass his quota 
just about the time Santa fills up his 
rubber stocking. 


Will Appoint Illinois Supervisor 
The Philadelphia Life is arranging to 
appoint a state supervisor to organize 
Illinois. The company has made marked 
progress in the east and feels it is now 
in a position to establish a plant in IIli- 








Mr. McNamara talked before the Roch- 
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CHANGES IN DISABILITY POLICIES 


Brief Review of News About Policies, Riders and Rates, Which Are Gives 
in Full in the Policy Analysis Section of The A & H Bulletins, Published 
Monthly by The National Underwriter Company. 











AMERICAN LIABILITY 


The American Liability has discon- 
tinued issuing the following policies: 
“directo policy form D,” the “alco auto 
travel policy” and the ‘ ‘drivers alco auto 
policy. siesihi a 
EMPLOYERS INDEMNITY 


The Employers Indemnity has issued 
two new policies, the “guaranteed in- 
come accident policy” and “the guaran- 
teed income disability policy.” The acci- 
dent insuring clause of these policies 
follows the regular Employers Indem- 
nity use of the insuring clause against 
“accidental bodily injuries.” Indemnity 
for life is provided for total accident 
disability developing within 90 days 
from date of accident. The partial dis- 
ability clause provides one-half benefits 





for 26 weeks. The hospital indemnity 
and nurse’s fees provisions are excep- 
tionally liberal, promising 100 percent 
weekly indemnity additional for 12 con- 
secutive weeks. In the disability policy, 
weekly indemnity is paid for not exceed- 
ing one year for total disability due to 
illness. House confinement is not re- 
quired. Illness coverage also includes 
doctor’s bill, surgical operations, hospi- 
tal indemnity, nurse’s fees and identi- 
fication provisions. 
* * 


* 
GREAT WESTERN 


The Great Western of Des Moines 
has issued two new policies, the “income 
bond” and the “income protection | 
bond.” These two policies are sold with | 
no elimination period or with elimi- | 
nation periods of two weeks, 30 days, 
60 days or 90 days. The policies may 
be made non-cancellable by taking at 
the same time a life policy and the dis- 
ability policy will be non-cancellable 
for so long as the life policy is kept in 
force. The life policy death benefit 
must equal at least ten times the 
monthly indemnity of the disability 
policy. The “income protection bond” 
policy has the same coverage as the 
“income bond” policy with the excep- 
tion that there is no indemnity for loss 
of life. These accident policies provide | 
life indemnity for total disability due 
to accidents as well as life indemnity 
for confining sickness disability. No 
limitation is placed on the time during 
which sickness indemnity will be paid 
for non-confining illness which totally 
disables the insured. The policy con- 
tains a number of additional ordinary 
Provisions of accident policies such as 
hospital and elective indemnities. 
Claims under the policies will not be 
pro rated for change of occupation. 

x * * 
HOOSIER CASUALTY 


The “ordinary health and accident” 
policy is a new monthly premium form 
issued by the Hoosier Casualty. Total 
accident disability brings indemnity 
for not exceeding 24 consecutive months 
and one-half monthly indemnity for not 
exceeding six consecutive months for 
delayed total and partial disability. A 
seven days’ elimination period is in- 
cluded in this policy under the illness 
coverage. The total disability confining 
clause for illness promises indemnity for 
not exceeding 12 consecutive months. 
Riders may be attached increasing or 
extending specific loss indemnities or 
non-confining illness indemnity. 

* * * 
INDEMNITY OF NORTH AMERICA 


The Indemnity of North America is 
omitting optional standard provision 17 
from its “gold metal” policies. 

e 6 6 
MARYLAND CASUALTY 


The Maryland Casualty has materially 
extended the coverage of its “maximum 
accident” policy and has also modified 
its special “automobile accident” policy. 








In the latter instead of requiring that 
insured must be struck or run down by 
an automobile while walking on or 
across any public highway, the policy 
now pays without restriction as to the 
place where insured is ,struck or run 
down by the machine. A partial dis- 
ability clause is also added to the auto- 
mobile policy. 
x * 
NEW AMSTERDAM CASUALTY 


The New Amsterdam Casualty has 
withdrawn its “maximum indemnity ac- 
cident” and its “maximum indemnity 
disability” policies and is issuing in- 
stead a “maximum benefit accident” and 
a “maximum benefit disability” policy. 
Without any change in premium, the 
coverage of these policies is extended 
and liberalized. Hospital indemnity, for 
instance, which under the old policies 
was 50 percent of the weekly indemnity 
for not exceeding 12 weeks, is made 
full weekly indemnity for not exceed- 
ing 15 weeks in the new policies. The 
old policy had no nurse’s fees provision 
while the nurse’s fees provision in the 
new policies offers full weekly indemnity 
for not exceeding 15 weeks in lieu of 
hospital indemnity. The disability policy 
does not require house confinement and 


| for total disability pays for one year. A 


permanent disability clause extends the 
time and the amount of payment for 
certain specific losses due to sickness. 
x * * 
PEERLESS CASUALTY 


The Peerless Casualty has made its 
$10 automobile policy into an “automo- 
bile, travel accident and special hazard” 
policy, greatly extending the coverage 
without any change in premium. In 
addition to covering automobile acci- 
dents the policy also provides regular 
indemnities for losses due to wrecking 
of railway cars, passenger elevators and 
steamers. Injuries due to lightning and 
explosion of boilers are also covered. 
Clause 17 of the optional standard pro- 
visions is included in the policy. 

x * * 


SOUTHERN SURETY 


The Southern Surety is issuing a “pre- 
mier accident” policy for women and is 
accepting both employed and unem- 
ployed women as risks. The total dis- 
ability indemnity is to be paid for not 
exceeding’ two years and delayed total 
and partial disability for not exceeding 
six months. A special feature of the 
policy, a provision that in the case of 
principal sum losses except loss of life 
and the sight of one eye, the company 
will pay one-half monthly indemnity for 
not exceeding five years in lieu of all 
other indemnity. Hospital indemnity, 
surgeon’s fees, elective indemnities and 
identification coverage are included. 
This policy is made incontestable on 
any claim arising after two years as to 
any statement appearing in copy of 
application. Standard provision 16 is 
omitted from the policy and claims are 
not to be pro-rated for change in occu- 


pation. 
x * * 
STANDARD ACCIDENT 


The Standard Accident has issued a 
“public conveyance” rider which doubles 
principal sum, fixed indemnity or weekly 
indemnity payable under policies, the 
coverage in general following closely 
the double benefits provision of the 
policies. The rider is attached to pol- 
icies upon payment of the rate of 50 
cents for each $5 weekly indemnity. 


Life Notes 

The Farmers & Traders Life of Syra- 
cuse, N. Y., has been admitted to West 
Virginia, 

T. F. Bennett of Lorick & Vaiden, 
agency for the Missouri State Life at 
Augusta, Ga., has been elected treasurer 
of the Junior Chamber of Commerce of 
that city. 








Seventy -hive Years Ago 

































the Massachusetts Mutual Life Insurance Com- 
pany was organized by a group of men with 
unusual foresight. They conceived an organ- 
ization that would create a personality of strength 
and friendliness, and conduct its affairs so as to 
win and hold the confidence of policyholders. 


During all these years this institution has faith- 
fully maintained the spirit of service inaugurated 
at its birth. Today it ranks with the best com- 
panies in the country and is known throughout 
the land as The Company of Satisfied Policy- 
holders. 


JOSEPH C. BEHAN, 
Superintendent of Agencies 



















MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


of SPRINGFIELD, MASSACHUSETTS 
INCORPORATED IN 1851 





















































Provident Mutual 
Life Insurance Company of Philadelphia 
Pennsylvania Founded 1865 
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The Provident has worked 
out a practical plan by which 
the Home Office, through 
an Educational Supervisor, is 
assisting in the development 
of new agents. 
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Chester A. Flitcraft, 


Special Agent, Chicago, 
Mass. Mutual Life Ins. Co. 


ANOTHER 
LIFE UNDERWRITER 
Who Endorses the 


DALLWIG 


POLICY & COMMISSION 


RECORD* 
SAYS— 


“‘A tremendous time saver, 
allowing more time for actual 
solicitation. In addition to 
being an excellent record for 
my own purpose, I consider 
this the only complete record 
which, in case of my death, 
will give my wife a record of 
all my renewal commissions 
and advise her as to WHAT 
she has coming, WHEN she 
has it coming and’ WHERE 
FROM.” 





simplified loose 

designed for the busy life 
insurance salesman, saving 
much lost motion by com- 
bining six different records 
on one lixl4 ledger sheet. 


A SPECIAL 
$1.00 TRIAL OFFER 


*The Dallwig Record is a 
leaf record 
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STRONG COMBINATION 


PROMINENT FIRMS IN MERGER 
Burke G. Slaymaker and Turner, Mer- 
rell, Adams & Locke of Indianapolis 

Combine 





INDIANAPOLIS, IND., Dec. 1.— 
The merger of two prominent law of- 
fices in this city creates one of the larg- 
est insurance law offices in the country, 
with special facilities for handling all 
phases of the business, fire, casualty and 
life. The law offices of Burke G. Slay- 
maker, which have devoted their entire 
time to fire insurance cases, have been 
merged with the offices of Turner, Mer- 
rell, Adams & Locke, one of the best 
known Indianapolis insurance law 
offices. The firm name is changed, now 
being Slaymaker, Turner, Merrell, 
Adams & Locke, with offices on the 7th 
floor of the Consolidated building in 
Indianapolis. 

This follows the development of the 
insurance law business of these two of- 
fices which has required an extension 
of their interests and also some read- 
justments in the firm’s membership dur- 
ing the past few years. Claris Adams, 
who has previously been in charge of 
the trial department of the firm, is now 
secretary and general counsel for the 
American Life "Convention. While Mr. 
Adams will devote his time to the legal 
interests of the life insurance companies 
in this organization, he will continue 
his membership in this law firm, though 
his offices will be in St. Louis. George 
E, Turner, in charge of the trial de- 
partment before Mr. Adams, is now gen- 
eral counsel of the Casualty Informa- 
tion Clearing House, with headquarters 
in Chicago. Thus Mr. Slaymaker will 
enter the firm to assume charge of the 
trial department, covering all branches 
of the business. 

This firm has developed an extensive 
casualty and life insurance clientele and 
now the addition of Mr. Slaymaker’s fire 
insurance clientele will give a compre- 
hensive service in all branches of the 
business. The firm has been practicing 
in Indianapolis since 1910, having con- 
tinued through a number of changes in 
personnel, though Mr. Turner has been 
with it from the outset. Mr. Slaymaker 
has been practicing in Indianapolis for 
15 years, having devoted his entire time 
to fire insurance and developed a large 
clientele in this branch. 


REPORTS GOOD FIRST YEAR 





Brooklyn National Life Has Paid For 
$3,118,000 Since Beginning 
Operations 





The Brooklyn National Life of 
Brooklyn has completed its first year 
of operation and reports a business of 
well over $3,000,000 in that year. The 
company was incorporated in April, 
1925 with a paid in capital of $200,000 
and a surplus of $300,000, but it did not 
open its offices for business until Nov. 
4 of last year. The first policy was 
sold on Nov. 16 and since that time 
$3,118,000 has been paid for on approx- 
imately 600 lives. The company, of 
which William R. Bayes is president, 
is licensed only in New York for the 
present and its energies for the first 
year have been devoted to the develop- 
ment of its home territory in Long Is- 
land. It is now expanding its agency 
staff and now has four general agencies 
operating in Brooklyn, one in Manhat- 
tan and one in Mineola. In addition 
to the regular line of policies written the 
company is developing an insured loan 
business. 


Aim high and then pull the trigger. 
You are pretty sure to hit es 
but if you don’t you will have made su 
ficient noise to attract attention. 





MERGER IS PROPOSED 


STOCKHOLDERS VOTE ON SALE 





Crescent Life of Indianapolis May Pur- 
chase International Company 
Of Moline, IIL 





MOLINE, ILL., Dec. 1.—A special 
meeting of stockholders of the Inter- 
national Life &,Annuity of this city has 
been called for Dec. 21 to vote on 
a proposition for the sale of the 
company to the Crescent Life of 
Indianapolis. If approved the Indian- 
apolis company will take over $10,000,- 
000 of insurance written by the Interna- 
tional, which will pass out of existence. 
M. J. Dorsey is president, and Harry S. 
Tressel, secretary, of the International 
Life & Annuity. Mr. Dorsey, who is prac- 
tically in control of stock of the Inter- 
national through his holdings, is a large 
shareholder in the Crescent Life. Of- 
ficials supporting the sale plan argue 
that it will be in effect a merger, as the 
two companies, both comparatively 
small, are handicapped through main- 
taining two groups of officers, function- 
ing for nearly the same stockholders. 
Stockholders of the International, it is 
said, will receive about $20 a share for 
their holdings. There are about 27,000 
shares outstanding with a par of $10, 
although many local holders have paid 
up to $35 for their stock. 

The International came here about | 
eight years ago, organized as the Luth- 
eran International. The plan is that the 
Crescent receive the life and accident 
business of the International and the 
reserve funds of the business, with all 
other assets to be sold and distributed 
among stockholders. 





1926 OHIO DIRECTORY IS OUT 





32nd Annual Edition Is Larger Than 
Ever—Full Information on In- 
surance in State 





The 1926 edition of the Underwriters’ 
Handbook of Ohio has just been issued 
from the press and is the oldest di- 
rectory issued by THe NationaL UNDER- 
WRITER, having been published for 32 
years. This year’s edition totals 916 
pages, a little larger than last year due 
to the fact that the cross index on the 
five companies has been inserted in 
the cities of Cincinnati and Cleveland. 
It is now possible by referring’ to the 
name of the company to find out who 
the representatives are in either one of 
these cities. 

This year’s edition contains all of the 

usual standard information, including 
the names and addresses of all the com- 
panies, with their state and special 
agents, Officers, statistics of the business 
for six years, special lines written by 
fire and casualty companies, adjusters, 
insurance laws, list of general agents of 
life and casualty companies, list of state 
and special agents and a complete alpha- 
betical list of agents by cities and towns 
showing what companies they represent 
throughout the entire state. Over 100,- 
000 licenses are issued by the insurance 
department. In this book a list of the 
licensed Ohio solicitors is given. A list 
of brokers who are usually listed in the 
book has been eliminated, as the Ohio 
insurance department did not license any 
this year. 
_ The Underwriters’ Handbook of Ohio 
is especially useful to those interested 
in the insurance business in the state 
and who are laying their plans for the 
coming season to develop the business 
in any part or alll of the state. Copies 
may be obtained from the office of the 
National Underwriter Company, 420 
East Fourth street, Cincinnati, at the 
regular price of $7.50. 


Carroll Conner, aged 52 years, agency 
supervisor for the John Hancock Mutual 
Life at Decatur, Ill., for seven years, 
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CASH 
IN ON 
THIS 
CHECK 
USE 
THIS 
COUPON 


If you don’t write ac- 
cident and health insur- 
ance, you ought to. The 
Casualty Review will help 
you get started. 








died at his home there after an illness 
of nine months. 





The Casualty Review, 
1362 Insurance Exchange, 


Here’s the check and coupon—Send me 4 
sample copy of The Casualty Review. 


Name 
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DANGER IS SEEN IN | be taken as precedent, courts in the fu- 
UNLIMITED COVERAGE | ‘: may estimate life indemnity ex- 


pectancy and hold the companies for 
| these huge amounts to be paid at once 
F ‘ |and completely disrupt the underwriting 
Health and Accident Underwriters | program of the companies, The danger- 

Aroused by New | ous possibilities can readily be seen by 
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| estimating what the companies would 
Tendencies 





ADVERSE COURT DECISIONS 





Added to Generally Unfavorable Experi- 
ence, This Is Bringing Limitation 
Problem Again to the Fore 





Accident and health underwriters are 
again concentrating their attention on 
the advisability of drastic restriction on 
the terms of their policies, in view of 
repeated evidences in the field of the 
hazards before the companies in unre- 
stricted coverage. Only a few months 
ago a number of the leading companies 
took rather drastic action in the limita- 
tion of their policies and since that time 
a few companies have followed with 
minor restrictions, notably the elimina- 
tion of life indemnity by the replacement 


of aggregate sum policies, but no con- | 


certed action has appeared in the field. 
In the past few weeks, however, a num- 
ber of legal decisions of vital importance 
to the business have been handed down, 
indicating that the companies may be 
forced to a new underwriting program 
regardless of their present viewpoint. 


Many Factors Considered 
The actual hazards surrounding the 


| 





life indemnity clause has never been sat- | 
isfactorily analyzed, though a number of | 


companies have warned of the possibili- 
ties before the companies in this con- 
nection. The notable increase in losses 
due to malingering, which cannot be 
proven in court, but concerning which 
the companies have strong suspicions, 
has been an important factor in chang- 
ing ‘he viewpoint of many of the offi- 
cials. Also the increased proportion of 
claims filed, indicating not necessarily a 
greater disability rate, but a greater ap- 
preciation of claim possibilities, has been 
noted. But the important factor which 
is now bringing the matter forcibly be- 
fore the consideration of every disability 
company comes from a new trend in 
court procedure regarding health and 
accident policies. 


Courts Set Dangerous Precedent 


One of the most important decisions 
that has been handed down since the 
rapid development of the disability busi- 
ness is that which has been handed 
down in Tennessee against the Federal 
Life of Chicago. The Federal Life lost 
a $27,000 case which it contends would 
in no way be considered as a possible 
loss for that amount from an underwrit- 
ing viewpoint. The court has held the 
company for that amount, however, and 
thus places this case as important evi- 
dence for the health and accident com- 
panies that their underwriting considera- 
tions for the future must not only take 
into consideration premiums and losses 
but possible adverse court decisions. In 
this Tennessee case the claimant was 
upheld in her contention that she was 
totally and permanently disabled for 
life, though the company contended to 
the contrary, but the important phase of 
the case was the action of the court in 
not only holding the company for life 
indemnity, but commuting the amount 
due for life, based on life expectancy at 
present age. This resulted in a judg- 
ment against the company for an imme- 
diate payment of $27,000. Another case 
for an even larger amount, $33,000, has 
been decided against the Business Men’s 
Assurance thus far, though that case has 
not reached its final conclusion in court. 

These two cases are of vital impor- 
tance to health and accident underwrit- 





have to pay in the event that any appre- 
ciable percentage of their claims which 
appear to be total and permanent dis- 
ability claims should be commuted on a 
life expectation basis. In the case of 
some of the smaller companies this 
might wipe out the surplus in any one 
year. 

Underwriters point out, of course, 
that the elimination of the life indem- 
nity clause by the replacement of aggre- 
gate sum policies and other similar re- 
strictions would not entirely remove the 
hazards of this new trend in litigation, 
but it would be a great aid in establish- 
ing a sound underwriting program. If 
an aggregate sum were definitely stated 
in the policy the company could not be 
held for such limits as $27,000 or $33,000 
for immediate settlement, as such aggre- 
gate limits would not be named in poli- 
cies based on the equivalent monthly 
incomes. The court might hold the com- 
pany for the payment of the policy in 
full, but that payment would be defi- 
nitely limited to the underwriting esti- 
mate of the company and not to the 
whim of the court. 


“Boy Wonder” in Texas 


In a typical little Texas town lives 
a young special agent representing the 
American Central Life | Indianapolis, 
Richard G. Hughes, who might very 
truy be described as another “boy won- 
der of life insurance,” since he did not 
attain his majority until just last week. 
Just eight months ago Mr. 
signed an American Central contract. 
To date he has written 81 applications 
and paid for business totaling $193,000! 
He has fought this way up among the 
leading writers of the company in a 
territory where competition from the 
“old heads” is particularly keen and 
where the American Central has one of 
its most aggressive superintendents. 

“Dick” Hughes is a modest and un- 
assuming young man. He neither 
smokes, swears, nor drinks. His father 
died when he was an infant, but for- 


tunately for Hughes’ future, his mother | 


owned some excellent Texas farm and 
oil land. She, too, is very well known 
in her community. “Dick’s” initiative 
is so deeply appreciated by his fellow- 
citizens that he has already been named 
secretary of the local board of city de- 
velopment. He celebrated his 21st birth- 
day by submitting a sheaf of completed 
applications amounting to $36,500, 
thereby bringing his total for November 
up to $49,500. 


Agency Directors to Meet 


The New York Life has announced 
the meeting place for its annual confer- 
ence of agency directors which will be 
held Jan. 8-12. The agency directors 
will meet again at Ormond Beach, Fla., 
and at this meeting will draw up 1927 
plans and talk over the agency problems 
encountered during the past year. 


Don’t Overlook Small Ones 


Some agents have their eyes fastened 
all the time on big cases as they work 
from day to day, and they miss many a 
small one that would supply them with 
a good deal of the wherewithal that 
they lose while hunting up the large 
amounts. There are comparatively few 
men who move only in circles where 
only big cases are written, and the 
average man does not, and he is a loser 
if he “despises the day of small things.” 
Besides, the duty of life insurance is 
toward the man of small means who 
needs protection just as much as it is 
toward the man of larger means whose 
family may not have a need propor- 
tionately as great. And the buyer of 
small policies is likely in time to gradu- 
ate to the class of buyers of large 
policies.—Points. 





Hughes |. 


are a few examples: 
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gated to do so. 


CREATING ConFIDENCE 


The Midland Mutual enjoys the full confidence 
of its policyholders and agents because it has always 
endeavored to be fair in its treatment of both. Here 


1. Returned all extra war premiums voluntarily. 
Never contested or compromised a death claim. 


Paid every war claim in full although not obli- 


Equalized the net premium cost to all old policy- 
holders when dividends were increased. 


5. Has paid two extra dividends and will pay other 
as surplus funds are available. 


Are you looking for an ideal company? 
Address J. A. Hawkins, Manager of Agencies 


The : 
MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 


COLUMBUS, OHIO 
“Tis Performances Exceed lts Promises” 
































ATIONAL UNDER- 
WRITER advertisements 
are an important source of 
worthwhile information. 


“An education in themselves,” 


timely messages, 
keep the agent reader informed 


and on his toes. 


The National 


CHICAGO 


Much thought and money is spent 
by National Underwriter adver- 
tisers to bring before National 
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Life Insurance Trafficking 


Joun R. Dumont, Nebraska insurance 
Commissioner, gave an address before 
the INsuRANCE COMMISSIONERS CONVEN- 
TION on buying and selling of life insur- 
ance companies that attracted wide at- 
tention and won much commendation 
from company officials who believe that 
trafficking in the business for mercenary 
motives should be stopped. These offi- 
cials take the position that the insur- 
ance commissioners can do much to 
discourage and. stamp out this practice 
which is bringing the business into dis- 
repute. 

Commissioner Dumont said that in 
official experience and observation on 
life insurance operations he had not 
found any good excuse for manipulation 
of life insurance companies. He con- 
demned in no uncertain terms what he 
called “insurance vultures” who are en- 
deavoring to buy and sell companies, 
disturb relationships and cause solicitude 
among company managements and 


stockholders. Mr. Dumont declared 
that transactions of this nature are far- 
reaching in their influence. They affect 
in a disadvantagedts way policyholders, 
agents and the public. 

Commissioner Dumont pointed out 
some recent examples where prices paid 
for companies were out of all propor- 
tion to value. They have been bought 
by men who are unacquainted with in- 
surance. The companies have been 
purchased solely for speculative: pur- 
poses. He asserted very emphatically 
that tendencies of this kind should be 
discouraged by all who have the interest 
of true life insurance at heart. The 
motive behind this trafficking is greed. 
There has been developed a crowd of 
insurance pirates who are endeavoring 
to make money out of life insurance 
trust funds for themselves. Mr. DuMont 
deserves credit for bringing to the lime- 
light this nefarious practice and tagging 
it with the name that it deserves. 


Education of Life Agents 


Lire insurance companies are giving 
more and more attention to the educa- 
tion of agents, feeling that in that way 
the terrific turnover in life insurance 
salesmen may be greatly reduced and 
the quality of business be enhanced. 
More and more companies are beginning 
to realize it pays to select agents in the 
first place preparatory to giving the 
company a higher standing and a more 
profitable class of business. The old 
plan of taking every comer, giving him 
a few days’ training and sending him 
out with a rate book is rapidly passing. 

Companies are giving more and more 
attention to the conservation of business. 
Large amounts of new business have 
been written but the lapse ratio has been 
heavy. The best way to get policyhold- 
ers over the payment of the second an- 
nual premium, or if on a quarterly or 
semi-annual basis the payment of the 
second or third premium, has been given 
much attention. Companies with a high 
lapse ratio, in tracing back the cause, 
usually find that it is due to the agent. 
The agent has not been sufficiently 
grounded in his business so that he has 
not been able to diagnose the policy- 
holder’s needs and fit the life insurance 
to him. Then again he may have 
stretched many points, given the policy- 
holder a wrong impression of the con- 
tract and used high pressure methods. 
Again agents may not have had access 
to the best kind of people but have writ- 


ten those who find it difficult to make 
both ends meet and hence drop the in- 
surance. Companies are beginning to 
find that the character of their business 
depends very largely on the men in the 
field. 

Agency executives, who have been 
making a number of experiments in field 
work, have discovered that more inten- 
sive training of good men will result in 
a larger and more desirable class of 
business than putting on a number of 
new men. Many companies have volun- 
tarily reduced their agency force and 
concentrated their efforts on the experi- 
enced men, making them better qualified 
to render service and putting them in 
line for larger production. 

Education is destined to play a far 
bigger part in the selling end of life 
insurance than it has been in the past. 
Some companies now have educational 
directors who are giving all their atten- 
tion to this work. It was significant that 
recently the New York Lire elected 
GrirFIn M. Lovevace as head of its edu- 
cational department giving him a vice- 
presidential title. Correspondence 
courses and educational programs are 
being gotten up. More literature is be- 
ing purchased for life insurance agents. 
Attention is being centered on the best 
educational methods that will bring the 
iargest results. They are bound to re- 
sult in turning out much better equipped 
men. 


} 





Heber J. Grant, widely known insur- 
ance man of Salt Lake City, celebrated 
his 70th birthday last week. He was the 
recipient of numerous congratulatory 
messages from high and low. A unique 
feature of the entertainment program in 
his honor was a function given by his 
nine daughters at the home of one of 
them. Mr. Grant has no sons, 

Mr. Grant began his career as a mes- 
senger boy in an insurance office. For 
years he has been the president of three 
insurance organizations, including the 
Heber J. Grant & Co. general agency, 
the Beneficial Life and the Utah Home 
Fire, both of which he was prominent 
in organizing. Mr. Grant is one of the 
biggest men in Utah and is always 
known as “President Grant” on account 
of his position as president of the Mor- 
mon or Latter-day Saints Church. He 
combines the biggest ecclesiastical posi- 
tion in the state with the position of 
leading business man. Besides his ir® 
surance connections, he is head of two 
or three banks, the largest hotel. office 
buildings, apartment houses, the largest 
sugar company, the largest mercantile 
company, etc. In the aggregate the cor- 
porations headed by him are worth 
many millions of dollars. 


H. S. Hilliard, director of the Capitol 
Life of Denver, died at his home in 
that city after an illness of several 
weeks. He was a native of New York 
state, and prior to going to Denver a 
number of years ago had been connected 
with several of the large insurance com- 
panies in the east. 


Mrs. Elizabeth Kenney of Waterloo, 
Ia., the only woman district manager 
for the Mutual Life of New York, is 
making an enviable production record 
and is a member of the $250,000 Club of 
that company. A college graduate, she 
was deprived of husband and a child at 
the end of three years married life, and 
took up the teaching profession. She 
was at one time president of the Wa- 
terloo Business & Professional Wom- 
en’s Club and while attending a state 
convention, she heard an insurance lec- 
ture which caused her to take up selling 
insurance. 


M. P. Rogers, agency supervisor for 
the Bankers Life of Iowa at Cedar Rap- 
ids, accompanied by his wife, has re- 
cently returned from a year abroad. 


George Von Elm, national amateur 

golf champion of the United States, has 
an excellent record as a life underwriter 
as well as on the golf course and has 
already produced a very substantial 
amount of personal business for the Pa- 
cific Mutual. This is his second year 
as an underwriter and he expects to pay 
for more than $2,000,000 of life bus- 
iness by the end of December. The 
man largely responsible for his interest 
in life insurance is James Walsh. The 
two joined forces and have been as- 
sociated together in the home office 
agency since the famous golfer first de- 
cided to be an underwriter. 
Mr. Von Elm was born in Salt Lake 
City, March 20, 1902. In 1926 he. took 
third place in the British open matches 
which is a remarkable record and, in- 
cidentally, the best showing ever made 
by an American golfer in his first time 
over. 


_Dr. Julian H. Lewis, medical director 
of the Victory Life of Chicago, has 
been awarded a Guggenheim scholarship 
mt is now studying in Basel, Switzer- 
and. 


Stewart Anderson, familiarly known 
as “Bishop ” Anderson, manager of bu- 
reau of field service of the Penn Mutual 
Life, has gotten out a new book entitled 
“Sparks of Laughter.” It is the seventh 
annual compilation that Mr. Anderson 
has made of-funny stories and anecdotes, 





quips “and jests that have been food for 


mirth throughout the nation during the 
last few months. Mr. Anderson’s liter. 
ary ability is well recognized. He has a 
fine sense of the lighter vein and jn 
these annual compilations of anecdotal 
humor has appealed to all lovers of 
laughter. 


Charles R. Gardner, vice-president of 
the Northwestern Life of Omaha, has 
resigned that office to take up the duties 
of managing director of the Knights of 
Ak-Sar-Ben and the Ak-Sar-Ben Expo- 
sition Company, effective Jan.1. Thomas 
F. Bourke, recently appointed a vice- 
president of the company, will assume 
Mr. Gardner’s duties. Mr. Gardner was 
formerly secretary of the Knights of 
Ak-Sar-Ben. He resigned in December, 
1924, to become vice-president of the 
Northwestern Life. 


— 


H. M. Hargrove, president of the San 
Jacinto Life of Beaumont, Tex., is back 
at his desk following an illness which 
forced him to go under the knife at 
Rochester. His health is greatly im- 
proved and he says he expects to push 
the San Jacinto business harder than 
ever. 


—_— 


Harry L. Seay, president of the South- 
land Life, celebrated his 54th birthday 
at his home in Dallas Thanksgiving day. 
Mr. Seay has been active in the affairs of 
the Southland for the past 17 years. 
He is one of the most popular and best 
informed life insurance men in the coun- 
try. 


A. P. Ballou, manager of the Louis- 
ville office of the Mutual Life of New 
York, who has been promoted to the De- 
troit office after 12 years in Louisville, 
was presented with a handsome silver 
loving cup by his office associates in 
Louisville at a farewell luncheon in his 
honor. William S. Peake, associated 
with Mr. Ballou for a number of years, 
acted as toastmaster and made the 
presentation. 


The death at Seattle of Judd Lowrey, 
superintendent of agencies of the Pacific 
department of the American Central 
since 1913, is a distinct blow to the field 
force of the company, as he was num- 
bered among its veteran leaders. 

Mr. Lowrey was born at Mineral, IIl., 
Tan. 24, 1866. As an IIlinois farmer-boy, 
he received a common school education, 
afterward teaching school for a short 
time before becoming a train dispatcher 
for the Chicago and North Western 
Railway. In 1897 he entered life work 
as a representative of the New York 
Life, serving with that company until 
May 13, 1908, when he became agency 
manager for the American Central at 
Menominee, Mich. Later he was made 
agency supervisor in the upper pensinula 
of Michigan, and on Jan. 1, 1913, was 
appointed superintendent of agencies o! 
the Pacific department, comprising the 
states of Washington and Oregon. 


Ben Block of Peoria, IIl., special rep- 
representative of the Equitable Life o! 
Iowa, has the longest consecutive One- 
a-Week Club record in the company. 
He has secured at least one application 
each week for 388 consecutive weeks, or 
nearly eight vears. Credit is given only 
for completed applications, which means 
that each applicant must complete the 
medical examination within 10 days 
from date of application. 


Jacob Chadeayne, assistant secretary 
and manager of the ordinarv department 
of the Metropolitan Life, died last week 
as a result of a stroke of apoplexy while 
attending a meeting of the board of trus- 
tees of the school at Ossining. N. Y.- 
Mr. Chadeayne was born in 1862, in 
the ancestral home that had been in the 
family for nearly 300 years. He started 
with the Metropolitan Life in 1894. be- 
ing placed in charge of the intermediate 
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years later. He was made manager of 
the branch in 1908 and in 1919 he be- 
came manager of the ordinary depart- 
ment, being chosen assistant secretary 
of the company in 1922. 


A. J. Koeppe, assistant actuary of the 
Union Central Life, is rapidly regain- 
ing his health after an_almost miracu- 
lous recovery. About five months ago 
his foot became infected and he was 
confined to the hospital for four month. 
It was thought for a time it would be 
necessary to amputate the foot. Mr. 
Koeppe decided, however, that he would 
rather take the chance than to be a 
cripple for life, and thanks to his splen- 
did constitution, he has pulled through. 
A few months more required to build 
up his health will see him quite his old 
self again. 

William H. Harrison, vice-president 
and superintendent of agencies of the 
Atlantic Life, and formerly assistant 
superintendent of agencies for the Con- 
necticut Mutual, was bereaved last week 
by the death of his sister, Mrs. Howard 
D. Hoge of Richmond, from injuries 
sustained in an automobile accident a 
month previously. It was just a few 
months ago that Mr. Harrison lost his 
mother by death. 


When the glistening new sedan of 
which he had just become owner col- 
lided with a mammoth motor truck, 
Jack Butterbaugh, Bankers Life agent 
in Indianapolis, escaped with his life, and 
very little else. Mr. Butterbaugh’s new 
car was completely wrecked and he was 
bruised and battered to such an extent 
that his physician ordered him to re- 
main at home. Mr. Butterbaugh, how- 
ever, is still a few thousand short of 
his $500,000 goal for the year, and dis- 
regarding the doctor’s orders, he has 
continued to go about his business. At 
this time Mr. Butterbaugh’s attainment 
of his yearly goal is practically assured. 


—_— 


E. G. Trimble, president of the Em- 
ployers Indemnity, and chairman of the 
board of the Sentinel Life of Kansas 
City, has just returned from New York, 
where he conferred with Miles M. Daw- 
son & Son, actuaries of the life company, 
regarding some special policy forms of 
the company. 


George R. Whitlock, state manager 
for the International Life in Nebraska, 
is recovering from an operation for ap- 
pendicitis. He is back on the job and 
ready to make up for the time lost 
through his trip to the hospital. 


L. A. Jacox, for many years salesman 
and agency manager for the Bankers 
Life at Seattle, died at his home in that 
city recently. He had been in ill health 
for a number of years and was forced 
to give up the strenuous work as agency 
manager for the Bankers Life several 
years ago. He had, however, retained 
a contract and frequently produced new 
business for the company in spite of 
the handicap of his illness. Mr. Jacox 
was 62 years old. 














] 
| LIFE AGENCY CHANGES | 








BRUENN GOES TO U. S. LIFE 





Veteran Life Man Made General Agent 
in New York, With Offices in 
Flatiron Building 





NEW YORK, Dec. 2.—Louis S. 
Bruenn has been appointed as general 
agent here of the United States Life, 
with headquarters in the Flatiron build- 
ing, according to an announcement made 
by President Henry Moir. 
_Mr. Bruenn has had a long and dis- 
tinguished career in the life insurance 
business. He was assistant superintend- 
ent with the Prudential from 1893 to 




















Championship Material 


UCCESS in the great college sport 

of football results from skill on the 

part of the team and wholehearted 
backing by the student body. 


The remarkable record of Lincoln 
National Life field men is due to their 
preparedness for fitting their wide 
range of policies to the needs of their 
clients and sincere cooperation from 


their Home Office. 


Lincoln National Life agents are 
sure that their training and equipment 
and backing has made it pay to 











(CINK uP wir THE (LINCOLN) 
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Lincoln National Life | 
Insurance Company 








“Its Name Indicates Its Character’ 
Lincoln Life Building Fort Wayne, Ind. 


More Than $450,000,000 In Force 
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Your Prospect’s Future 


Concord 


is the same as your own 


When you line him up for the policy he wants, 
and the policy he needs, you have made a staunch 
friend, and contented customers mean repeat 
orders in‘ insurance as well as other lines of 


business. Sell this contract: 
Any natural death..........ssee0% $5,000 
Any accidental death ........ +++. 1000 
Certain accidental deaths........ 15,000 
Accident Benefits $50 per WEEK. 


(Non-cancellable) 
Also Disability Income, Waiver of 
Premiums, etc. 





ALL IN ONE POLICY 











You can see how worthy such a contract is in 
the hands of a progressive agent and we invite 
you to give serious consideration to the United 
Life “Policy You Can Sell.” 


There may be an opportunity in your town. 
Our Vice’ President, Eugene E. Reed, will tell 
you all about it. Write him direct .... and 
directly. 


i Inquire! 


UNITED LIFE 
AND ACCIDENT INSURANCE COMPANY 
New Hampshire 


IL 








A Loyal, Efficient Agency Corps 


Back of the success of a life insurance company is a force of enthusiastic men and 
women in the field, following a vocation they like and serving a company in which they 


have confidence and pride. 


Their value to their respective communities and their own 


individual success stand upon the service their company renders to its constituent mem- 


bers—the proving test. 


The Mutual Life of New York, the first American legal reserve mutual life insurance 


company, has for eighty-three years met the Vey) test of service to its member 


Today, this Company’s high Prestige accord to public service and achievement 
upborne and carried on by loyal, efficient and contented field workers. 


a have unsurpassed contracts and facilities to offer to their public—all standard 
f = bf 


insurance 
ability and Double 
features of service the Company deems justified. 


ages 10 to 70) and annuities, both for men and for women; Dis- 
ndemnity Benefits; policy loans in branch agencies, and all other 


They take a pride in_building greatly upon a great past—a loyal, efficient agency 


corps successful for the Company and for themselves. 


Those who contemplate life insurance field work as a vocation are invited to write to 


The Mutual Life Insurance Co 
of, New York 


34 NASSAU STREET 
NEW YORK, N. Y. 

















foundations to be found im life to , it 
—~ " ——- i. O63 Se a aes 
that company. With them it is a case of “being in on the ground floor,” for the 


T. LOUIS HANSEN, Vice-President 


THE GUARDIAN LIFE INSURANCE COMPANY OF AMERICA 
Founded 1860 under the Laws of the State of New York 


S58 UNION SQUARE, NEW YORK 











the John Hancock Mutual Life from 
1898 to 1904. He acted as agency man- 
ager with Metropolitan Life from 1906 
until his present appointment. Mr. 
Burenn is a graduate of New York Uni- 
versity, having received his diploma in 
1902. 





Roy Henderson 


Roy Henderson, one of the leading 
producers for the New York Life in 
that territory for the past ten years, has 
been appointed agency organizer at San 
Francisco, succeeding H. H. Hicks, who 
has been transferred to Oakland as 
agency director of the East Bay dis- 
trict. Mr. Henderson is president of the 
Northern Association of California Life 
Underwriters. 





C. E. Dicken and B. V. Searcy 


announces that the agencies 
Charles E. Dicken and Ben V. Searcy 
have been consolidated. The new agency 
will cover the territory reaching from 
Hot Springs to El Dorado, embracing 
Garland, Saline, Grant, Hot Springs, 
Dallas, Cleveland, Calhoun and Union 
counties. The district agency of At- 


The Home Life of Little Rock, Ark., 
under 


—=—= 


kinson & Tomlinson at Fordyce be. 
comes a part of the new organization. 





Giles Keithley and Walter Tarpy 


Giles Keithiey, well known as a “Big 
Ten” football referee, who has been for 
a number of years district manager for 
the Massachusetts Mutual Life at Gales. 
burg, Ill., has joined the John Hancock 
Mutual Life, and will maintain head. 
quarters there. Walter Tarpy has been 
named as his successor in the Mass. 
achusetts Mutual office. 





W. H. Oshier 


W. H. Oshier, general agent for the 
accident department at Minneapolis, 
will also have a life general agency 
hereafter. His territory covers Henne- 
pin county only, but he has the right, 
personally, to produce business in Ram- 
sey county (St. Paul). 


V. C. Plummer 


V. C. Plummer, special agent for the 
Northwestern Mutual Life at Joliet, It, 
has been transferred to Rockford to be- 
come district manager for Winnebago 
and Boone counties, with headquarters 
in Rockford. 
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NEW YORK LIMITS SUSPENDED 
Twelve Companies in All Will Probably 
Reach Their Statutory Quotas 
This Year 





The New York department reports 
that 12 of the life companies licensed in 
the state will probably reach the limits 
on new business provided for in the 
New York insurance law before the end 
of the year. The limits were recently 
suspended by Superintendent Beha 
under the provision which permits such 
suspension when it seems probable that 
companies writing not less than 50 per- 
cent of the total business written by all 
companies will reach their limits in the 
normal course of their business by the 
end of the year. The 12 companies 
named wrote $10,608,524,267 of the total 
of $12,413,414,013 life insurance issued, 
revived and increased in 1925, by all 
companies licensed in the state. 


Companies Writing Limit 


The corapanies are the Equitable Life 
of New York, Metropolitan Life, New 
York Life, Mutual Life of New York, 
Aetna Life, John Hancock, Massa- 
chusetts Mutual, Mutual Benefit, Penn 
Mutual, Prudential, Travelers and Union 
Central. The John Hancock and the 
Massachusetts Mutual were the first two 
companies to apply for the suspension 
of their limits. Both applications were 
granted. 


Propose Rate Investigation 


The executive committee of the Insur- 
ance Federation of Pennsylvania, which 
has been checking the rumors and re- 
ports regarding possible proposals in 
the coming legislature for the further 
regulation of the insurance business, re- 
ports that one investigation is proposed 
into the life insurance rates charged 
policyholders in Pennsylvania, similar 
to the plan tried in Oregon. This pro- 
posal is said to bear the earmarks of 
a “pincher” bill, of political significance 
only. The attack is expected to be 
through the size of first year commis- 
sions paid the agent and it is said that 
the figures of premium receipts com- 
pared with claims paid are to be one of 
the prime exhibits. 





State Wants Brotten Back 


Church Brotten of Cincinnati, who re- 
signed some time ago as deputy state 
auditor of Ohio, to become secretary 
of the Federal Union Life of Cincinnati, 
has been asked to resume his state 











position. 


SPECULATION IS STILL RIFE 





Assurances Are Given that Commis- 
sioner Einar Barfod Will Not Con- 
tinue in Pennsylvania Office 





PHILADELPHIA, Dec. 1.—Assur- 
ance from authoritative sources that 
Einar Barfod, present commissioner of 
Pennsylvania will not continue in any 
capacity in the insurance department of 
the state after the new administration 
takes office, has brought the usual spec- 
ulations and pseudo-nominations as to 
his successor. Jockeying for political 
preference was begun after elections, bu 
the situation has taken a turn recently 
that gives the insurance fraternity hope 
of a real administrator in that the pro- 
posals have turned toward practical in- 
surance men, 

Among the early rumors was that of 
the return of S. W. McCulloch, former 
commissioner, whom Mr. Barfod suc- 
ceeded. Difficulties face his reappoint- 
ment that have no bearing on his abil- 
ity. At present he is on a pension from 
the state, and there is some doubt, be- 
cause of his age, as to whether he could 
come within the requirements of the 
state code. Friends of Thomas B. Don- 
aldson, commissioner under Governor 
Sproul, state that under no circum- 
stances will Mr. Donaldson return to 
office. Mr. Donaldson is vice-president 
of the Eagle Fire of Newark, and very 
active still in Pennsylvania insurance 
matters, but he has expressed an aver- 
sion to the political phases of the ap- 
pointment. 


Big Men Not Interested 


Much of the difficulty that is facing 
Governor-elect Fisher in the appoint- 
ment of a new commissioner lies in the 
fact that capable insurance men are not 
available because of their active interest 
in personal affairs, or that the salary of 
$7,500 a year is too small to attract a 
competent executive without his becom- 
ing a public benefactor. Observers with 
good memories point out that Mr. 
Fisher will probably follow closely the 
methods of ex-Governor Sproul, under 
whom Mr. Fisher served as banking 
commissioner. Governor Sproul in his 
appointments seldom allowed territorial 
or political considerations to sway his 
selection of cabinet heads. 

Among the more promising timber 
are A. E. McCloskey, of Bair & Mc- 
Closkey, Pittsburgh; W. Edwin Huber, 
Scranton; Paul Littlefield, at present an 
insurance broker of Philadelphia, and 





formerly counsel for the Pennsylvania 
Manufacturers Casualty; John Kent 
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Kane, local manager for the U. S. Fi- 
delity & Guaranty; James C. Murray, 
until recently with Murray, Mohler & 
Co. of Pittsburgh, and at one time presi- 
dent of the Insurance Federation of 
Pennsylvania, and J. E. Parnell of In- 
diana, Pa., who is averred to be close 
to the new governor. Charles W. John- 
son of Norristown was among the first 
names mentioned as a possibility, but it 
js noticed more recently that local po- 
litical conditions are absorbing Mr. 
Johnson’s attention. 





W. R. Harper Entertains Agents 


W. R. Harper, general agent of the 
Aetna Life in Philadelphia, entertained 
his agents at a dinner last week. Mr. 
Harper announced that the Philadelphia 
agency would account for $20,000,000 of 
life insurance, exclusive of group cov- 
erage in 1926. Col. Edward J. Meehan, 


a new entrant into the life insurance | 
business in the Harper agency, and Les- | 


ter O. Schriver, manager of the sales 
training department at the home office 
of the Aetna, were the other speakers 





Northeast Ohio Program Out 


The program of the northeast Ohio 
sales congress, to be held in March, has 
just been announced by J. S. Williams, 
executive secretary of the Cleveland as- 
sociation, under the auspices of which 
the congress is held. The four head- 
liners will be John Marshall Holcombe, 
Jr, manager of the Life Insurance 
Sales Research Bureau; George H. 
Harris, field supervisor for the Sun Life 
of Montreal; Harry C. Spillman, educa- 
tional director of the Remington Type- 
writer Company, New York City, and 
Dr. S. S. Huebner of the University of 
Pennsylvania. 





Columbus Managers Association 


A Managers Association has been or- 
ganized at Columbus, O., with A. M. 
Kemery, Prudential, president; A. B. 
Slagel, John Hancock, vice-president; 
W. E. McGoodwin, National Life & Ac- 
cident, secretary; C. D. Wolfe, Western 
& Southern, treasurer; S. E. Pool, Met- 
ropolitan, chairman executive commit- 
tee; W. E. Jones, Kentucky Central 
Life & Accident, chairman of member- 
ship committee. The charter members 





| and the new members taken in in the 
| meantime will meet again Dec. 14 when 


a representative of the Ohio depart- 
ment of insurance will deliver an ad- 
dress. 





Barfod Charged with Perjury 


PHILADELPHIA, Dec. 1.—Magis- 
trate Lindell last week held Commis- 
sioner Einar Barfod in $1,000 bond for 
the grand jury on a perjury charge pre- 
ferred by an attache of the Charter Mu- 
tual Benefit Association of this city, 
which recently clashed with Commis- 
sioner Barfod over an examination of 
its books. The charge was made by 
Arthur R. Prettyman, on the basis of 
utterances by Commissioner Barfod at 
the common pleas court hearing of a 
petition to restrain him from examining 
accounts of the organization. At that 
hearing President Joseph A. Conroy of 
the association testified that he held an 
unpaid promissory note signed by Mr. 
Barfod in a $50 debt. Commissioner 
Barfod said that he had already paid 
the note. 





Michigan Commissioner in Doubt 


With reports emanating from the 
home of Governor-elect Fred W. Green 
of Michigan that he has not yet de- 
cided on an insurance commissioner to 
succeed Leonhard T. Hands and is still 
“open to conviction” as to whom he 
should appoint, Michigan insurance men 
are very much “at sea” as to the ap- 
pointment. Mr. Hands has no idea of 
remaining, as he favored reelection of 
Governor Groesbeck and announced he 
would retire with his chief Jan. 1. 

Another possibility at Lansing, in ad- 
dition to Deputy Commissioner Horace 
B. Corell, has appeared in J. Arthur 
Pino, district manager for the Mutual 
Benefit Life, who is assistant to the 
president of the National Association of 
Life Underwriters for Michigan, a mem- 
ber of the National association execu- 
tive committee, a past president of the 
local and state associations and most 
active in organizing Michigan agents. 
The Lansing Life Underwriters Associa- 
tion executive committee has endorsed 
Mr. Pino’s candidacy. Other life agents’ 
organizations are expected to give him 
support. 
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WALTER WEBB WAS SPEAKER 





Vice-president of National Life, U. S. A. 
Addressed Insurance Club 
Of Chicago 





Speaking before the monthly meeting 
of the Insurance Club of Chicago last 
week, Walter E. Webb, vice-president 
of the National Life, U. S. A., pictured 
the tremendous growth of life insurance 
and its present opportunities for all who 
turn to it as a profession. Mr. Webb 
said that life insurance has developed so 
tremendously in the past decade that it 
has completely outgrown its manpower 
and thus offers the biggest opportunities 
today of practically all classes of bus- 
iness. He said there was one fortunate 
by-product of this rapid growth in that 
the former degree of disrepute into 
which the business had fallen has been 
outgrown. 

In the earlier days of the business it 
attracted more miscellaneous brands of 
failures than many other branches and 
thus the life insurance agent did not 
secure his just recognition among bus- 
iness men. With the development of 
the business, however, this has been 
completely overcome and successful men 
are now being sought out to handle 
the sales work and put it on a pro- 
fessional basis. Also the recent devel- 
opment has added to home office op- 
portunities so that there is a tremendous 
field open for either the home office man 
or the field man. 

. Mr. Webb made a comparison of life 
insurance with fire insurance to show 





some of the fundamental differences. 
He said that whereas the fire under- 
writer begins with the basic rate and 
deducts for definite improvement, the 
life underwriter begins with a basic rate 
and adds for deficiencies. That is, the 
fire insurance rate assumes defects and 
works toward improvement, while the 
life insurance rate assumes a perfect 
risk and deducts according to the find- 
ings of the examination. Mr. Webb 
pointed out, however, that there are a 
number of similarities in the business 
and that fire insurance men can properly 
take an interest in the development of 
life insurance which is a part of the big 
insurance family. In speaking of suc- 
cess generally Mr. Webb said that suc- 
cess is the moral courage to do the ob- 
vious things and everyone knows what 
he should do. He said that a success- 
ful man accepts the inevitable and ap- 
plies himself to his task and with such 








Life Insurance in Force 
June 30th, 1926 
(Ordinary and Industrial) 


$342,950,956.00 


Surplus Security to Policyholders 
$4,067,683.48 


Conservative Progress Every Year. Operating 
From Coast to Coast, Canada to the Gulf, 
Cuba and Hawaiian Islands. 


AMERICAN NATIONAL 
INSURANCE COMPANY 


Galveston, Texas 


Shearn Moody, 
Vice-President 


W. J. Shaw, 


W. L. Moody, Jr., 
Secretary 




















MUTUAL LIFE 


= GLOB INSURANCE COMPANY 


of CHICAGO, ILL. 


Assets - - - - - - = = $1,500,000.00 


“CLAIMS PAID ON SIGHT” 
Paid to policyholders over $1,050,000.00 
The highest grade of service to policyholders and 
representatives 





It Is the Last Word in 
SERVICE 


T. F. Barry, Founder Pose Barry Dietz, President 


The GLOBE weekly news mailed to you every week by 
request without charge 


Home Office: 
431 S. Dearborn Street Phone Harrison 1998 




















23 MICHIGAN YEARS 


“Bill” Olive has cultivated one 
small territory in Michigan for 23 


COMPANY years—and Olive is a “successful” 
Full Life Line man. 
" 
"Brees Tater The Franklin has equally good 
Jugentie Policies territory in Michigan for new men; 
Low Rates and a Home Office representative 
Non-Participating 


now in Michigan has already made 
several connections. 


Write to Jos. W. Jones, Vice- 
President in Charge of Agencies. 























George Washington Life Insurance Company 


CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, President 


presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents, 


The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 


Address 
ERNEST C. MILAIR, Vice-President and Secretary 
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Security-— 


@ When the Mutual Benefit was 
organized in 1845 there were 
only a few Life Insurance Com- 
panies in the United States. 
Through the Wars, Panics and 
Epidemics of all these years, it 
has alwavs stood safe and secure 
as a foremost disciple of Pure 
Life Insurance. 


, The Mutual Benefit Life Insurance Co. 


Newark, N. J. 
Organized 1845 




































Celebrate With Us 


Next June this Company will celebrate its 
Eightieth Anniversary with a great Convention 
in Philadelphia, to be attended by Field represen- 
tatives from all parts of the country. 


The PENN MUTUAL has places for capable, 
hard-working men and women who are devoted 
to the highest ideals of life insurance. Contracts 
| are satisfactory, and the conditions and atmosphere 
of a Penn Mutual agency relationship are of the 
kind that creates enthusiasm and assures per- 
manency. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 


































If If 
Territory does make a difference You are a producer 
If If 


Close co-operation is necessary You believe in yourself 


If If 
A friendly interest is needed You want a REAL job 


Write or wire 


S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 

































INCORPORATED 187! 


LIFE INSURANCE COMPANY OF VIRGINIA 
Issues the most kel tenant ORDINARY Policies 
with premiums 2 ng tna 4 or quarterly 


wate Policies = % a een 
miums payable 
CONDITIONS ON DECEMBER a. 1925 





BAM | 6. buocesssdcnsvsesteveveses cscenseccecesessosessessersses 46,562,667.40 

Assets os sesssssrgtsrnnssitmsisisasisiaigigssggigsaigsastzece: 46.562.667.40 

Capital me orem WPTTTTTTTTTITTTIT TTT TUT 6,622,575.15 

ERERORED OH WUD. cads coveccnstsccvedccescduedsvesssboosceqeeeees | ty 4 

Payments to Police is 3. agcaatisns ooo sssss sas ARE 
JOHN G. WALKER, Presideot. 




















a program he cannot fail to attain suc- | 


—=:1 


| terpretation of the contract was that in 


cess in the life insurance business which | order to secure the renewals he was 


is affected only by the personal factor. 





Shows Insurance Value to Estate 


Charles Holtcamp, judge of the pro- 
bate court of St. Louis, was the speaker 
at the “Insurance Day” of the Opti- 
mists Club of East St. Louis, IIL, 
last week. 
his experience as judge of the probate 
court for many years, picturing what 


Judge Holtcamp discussed | 


happens to estates that pass into the | 


management of widows and orphans 
without the training required for proper 
management. 

He also showed how insurance can 
provide the ready cash that is always 
needed to protect large estates that have 
big sums invested in real estate, stocks 
and bonds. Often, he told his auditors, 
the heart of the estate is torn out and 
sacrificed to raise the money needed to 
pay state and federal inheritance taxes 
and other expenses that arise. 


Equitable Moves St. Louis Office 


The Equitable Life of New York has 
moved its St. Louis office into new and 
larger quarters on the 15th floor of the 
Ambassador Theater building, Seventh 
and Locust streets, just one block west 
of the old location. M. A.-Nelson is 
agency manager. His district includes 
St. Louis, and the south half and north- 
eastern section of Missouri. 








Illinois Life Agents Meet 


The annual convention of the Green 
Signal Club, the home siate agency or- 
ganization of the Illinois Life, will be 
held in Chicago, Jan. 8. The home state 
organization produces more than 50 per 
cent of the company’s total annual bus- 
iness. The Green Signal Club is the 
honor club of the state force. 





American Central’s Iowa Meeting 


Thirty-five agents and several home 
office officials were in attendance at the 
meeting of the Big Sioux district agency 
of the American Central Life last week 
in Sheldon, Ia. Roy Webster is gen- 
eral agent for that district with head- 
quarters at Sioux City. State Agent M. 

Deming and wife were guests, as 
were Agency Director A. F. Lungren, 
Registrar Harry Beyers and Dr. Arthur 
Seaton, medical director, from the home 
office in Indianapolis. Out-of-state 
guests were Roy A. Slack, Minneapolis, 
and Judge Matlack, Omaha. 





Loses Suit for Renewals 


Fred Thibodeau, life insurance agent, 
lost his case in the Nebraska supreme 
court against H. B. Ramsey, district 
agent of the Prudential, in which he 
sought such an interpretation of his con- 
tract as would give him renewals on 
business he had written. The first year 
he wrote $50,000, the next year $100,000, 
but in his third year he fell below $25,- 
000. The court said that the fair in- 





obligated to write in excess of $25,009 
for each of the first three years. The 
fact that he had greatly exceeded this 
figure the first two years and that his 
average for three years was above $25 
000 can not be permitted to vary the 
express terms of the agreement. 





Bank Failures Sell Insurance 

Six bank failures in one week in an 
Iowa county failed to hamper the sell- 
ing activities of J. W. Jenson, salesman 
of the Bankers Life working in that 
county. Mr. Jenson used the bank fail- 
ures to point out the safety of life in- 
surance, the financial strength of the 
company he represents with the added 
strength and safety provided by the 
compulsory deposit law of Iowa. In 
the week during which the six banks 
closed their doors, spreading conster- 
nation among the residents of the coun- 
ty, Mr. Jenson wrote applications for 
$29,000 and in virtually every case re- 
ceived cash for the first year premium, 
In commenting on the week’s work Mr. 
Jenson said, “Bank failures are to be de- 
plored, but they are a Godsend to life 
insurance if salesmen will use their heads 
diplomatically, and take advantage of 
the situation.” 


Minnesota Business Is Good 


Life insurance salesmen in the Twin 
Cities this week started out on their 
usual December drive to bring a strong 
finish to the year’s work. Many of 
the general agencies in St. Paul and 
Minneapolis try to make December a 
banner month each year. As usual the 
Minnesota Mutual makes December 
“Randall Month” in honor of its pres- 
ident. Although general business in 
Minnesota this fall has had some unfav- 
orable aspects, life insurance men gen- 
erally have had a good season. Em- 
ployment has been fairly active through- 
out the fall which has made it possible 
for wage earners to take on additional 
coverage and the men with the larger 
incomes have been good buyers through- 
out the year. 

As it looks now, 1926 will prove a 
satisfactory one for all companies oper- 
ating in Minnesota. The general morale 
of the life insurance fraternity has been 
better this year than any time since the 
post-war depression. 





Bankers Life Wisconsin Rally 


The western Wisconsin division of 
the Bankers Life of Iowa held a one-day 
rally at Madison to celebrate the writ- 
ing of $1,000,000 of business in October. 
About 120 agents and their wives as- 
sembled for the meeting which was 
under the direction of W. F. Winterble, 
agency manager. Home office repre- 
sentatives included President G. S. 
Nollen, W. W. Jaeger, vice-president; 
Dr. D. Ross Huston, medical director; 
Paul W. Root, sales manager, and O. B. 
Jackman, assistant director of agencies. 








___ IN THE SOUTH AND SOUTHWEST __ 














RECIPROCITY BASIS SOUGHT 





Adjustment Between Virginia and North 
Carolina on Agency Laws Desired 
by Commissioner 





RICHMOND, VA., Dec. 2.— While 
attending the recent convention of in- 
surance commissioners at Los Angeles, 
Commissioner Button of Virginia sub- 
mitted a proposal for the establishment 
of better reciprocal relations between 
states in regard to the writing of life 
insurance. The matter was referred to 
the committee on laws legislation, but 
no report was received from the com- 
mittee on the subject before adjourn- 
ment, he said after returning home. He 
was particularly desirous of having re- 
ciprocity established between North 
Caroljna and Virginia. Virginia has no 
resident agent law as to life agents but 








North Carolina has. So Virginia retali- 
ates and refuses to permit North Caro- 
lina agents to come over its border to 
write insurance, because Virginia agents 
are debarred from that state. This mat- 
ter was discussed at the November 
meeting of the Richmond Association 
of Life Underwriters, hope being voiced 
that North Carolina might see its way 
clear to reciprocate with Virginia. The 
same hope was also voiced as to West 
Virginia, but it developed that that state 
had already amended its resident life 
agent law so as to permit Virginia 
agents to cross the border to write cases 
originating along the border line. 





Cousins May Be Texas Commissioner 


R. B. Cousins, Jr., assistant attorney 
general, who has been the legal advisor 
to the State Fire Insurance Commission. 
the insurance department and the Indus- 
trial Accident Board, may be the next 
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insurance commissioner of Texas. Mr. 
Cousins has had complete charge of all 
of the state’s insurance legal business 
during the entire incumbency of Attor- 
ney General Dan Moody. 


Mr. Moody will become governor of | 


Texas Jan. 18, and may appoint his pres- 
ent assistant to the place now held by 

_L. Daniel. The vacancy does not 
occur until Sept. 1, 1927. Mr. Cousins 
is well versed in the insurance laws of 
Texas and has an unusual knowledge of 
the problems before the insurance units 
of the Texas state government. He has 
the fair judicial mind and temperament 
to make an acceptable head of the insur- 
ance department. 





Disapprove Insuring College Head 


Action of the board of visitors of the 
College of William and Mary at Wil- 
liamsburg, Va., in insuring the life of 
Dr. J. A. C. Chandler, its president, for 
$150,000 for the benefit of the institu- 
tion does not meet with the approval of 
the state auditing committee. So the 
committee said in its annual report sub- 
mitted to Governor Byrd last week. 
William and Mary is a state-supported 
institution. 

According to members of the board of 
visitors, they authorized the placing of 
so large an amount of insurance on the 
life of President Chandler because it 
was felt that the great program of ex- 
pansion launched by him would be en- 
dangered if he were to die. 

In disapproving the board’s action, the 
committee said that it was without 
precedent and might encourage other 
public institutions to make similar ex- 
penditures. 


Victory National Three Years Old 


The Victory National Life of Tampa, 
Fla., is celebrating its third birthday. 
Three years ago this month the com- 
pany was formed with a home office 
staff of four persons. It now has more 
than $10,000,000 of insurance in force 
and a home office staff of 30. 

Officers of the company are: . 

Sumter L. Lowry, Jr., president; Dr. 
L. A. Bize, H. T. Lykes, and S. Ken- 
drick Guernsey, vice-presidents; Duncan 
B. Curry, vice-president and agency di- 
rector; Charles G. Mullen, secretary: J. 
A. Waterman, treasurer; Jackson E. Da- 
vis, assistant secretary; L. B. Mitchell, 
medical director; Taliaferro & Morris, 
general counsel. 
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WHAT IS “REASONABLE TIME” 


Court at Portland, Ore., Asked to De- 
cide Whether Delay of 32 Days 
Put Policy in Force 








What is considered to be a “reason- 

able time” for a life company to issue a 
policy, after the insured has made ap- 
plication and has met the requirements 
as far as the physical examination is 
concerned, is a question raised in a suit 
filed in Portland, Ore., against the Aetna 
Life, seeking judgment of $10,000 in 
behalf of the estate of Henry M. Isaak- 
son, who met a violent death in Port- 
land, March 3. 
_ Mr. Isaakson on Feb. 1 made applica- 
tion for a policy and according to the 
complaint passed a physical examina- 
tion and tendered a payment for the 
premium. A clause in the agreement 
issued by the company, however, was 
to the effect that if after “a reasonable 
time” the company decided not to issue 
the policy the premium payment would 
be refunded. 

Thirty-two days had elapsed after 
Mr. Isaakson made application when he 
met his death. The policy had not been 
issued, neither had his application been 
rejected, according to the attorneys for 
the estate, who say that upon his death 
the company refused to accept the risk. 


Ireland on Coast Tour 


of agencies for the Sun Life of Canada, 
is on a general inspection trip covering 
the Pacific coast. 

Mr. Ireland stated at a dinner held in 
his honor in Seattle by J. A. Macfadyen, 
state manager, that the company was 
gratified with business in the states, re- 
porting an increase of 75 percent for 
1926, with the 
showing an increase of 100 percent. 





Slaying in Quarrel Not Accident 


In federal court at Ogden, Utah, in a 
case in which the Mutual Life of New 
York was asked to pay double indem- 
nity on a $10,000 life policy, the court 
directed the jury to bring in a verdict 
for the company on the ground that the 
insured was killed in the course of the 
commission of a crime. Attorneys for 
the widow contended the death was by 
accidental means, but theeman who shot 
and killed the deceased—in jail for a 
year on a manslaughter charge—testified 
in court that he killed his adversary in 
self-defense, and that the quarrel started 
when the prisoner took the other man 





his wife. The court held that his death 
was not an accident within the meaning 
of the law. 
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“NON-CAN” RESERVE RULING 





plements Former Order— 
Hearing Dec. 8 





NEW YORK, Dec. 1.—Supplement- 
ing his former communication dealing 
with reserves on non-cancellable acci- 
dent and health policies, Superintendent 
Beha of New York has further ad- 
dressed companies writing such con- 
tracts as follows: 

“In my letter of March 2, 1926, I 
prescribed certain minimum reserves for 
active and disabled lives under non-can- 
cellable accident and health policies for 
the 1925 valuation. This matter has 
been given further attention. I have 
tentatively decided to prescribe the fol- 
lowing bases for the 1926 and subse- 
quent vears valuations: 


Reserve Bases Prescribed 


“(A)—Reserves on active lives—The 
minimum reserves to be the same as 
those prescribed in mv circular letter of 
March 2, 1926; namely, reserves basea 
on Hunter’s table increased in case of 
waiting periods of less than six months 
mm such a manner as the company’s cal- 
sulations justify, to cover the cost of 
disability of less than six months’ dura- 
tion. 

“One company’s experence indicates 
that on policies expiring at age 60 the 
following additions should be made to 
reserves on the basis of Hunter’s table: 
No waiting period, 80 percent; two 
weeks’ waiting periods, 50 percent; 13 
weeks’ waiting period, 13 percent. 

“(B)—Reserves on disabled lives— 
Claim reserves based on Hunter’s table 
of mortality among disabled lives, with 
the exception that the reserve shall be 
equivalent to the prospective payments 
for four times the period between the 
date of disability and the date of val- 


state of Washington | 





to task for trying to keep company with | 


Superintendent Beha of New York Sup- | 

















WHICH IS THE LOWEST 
COST COMPANY? 


Perhaps no company can claim to have the Lowest Cost 
on all form of policies at all ages and for all durations, but 
the net cost of our “SPECIAL FIVE” is very unusual. 
Compare our cost on this policy with that of Government 
Insurance or with that of the lowest cost company you 
know of. 


The Preferred Risk $5,000.00 Special 


Ordinary Life, $5,000, Age 35, Premium $106.50— 
Dividend first year $17.25 
(contingent upon payment of second premium) 
Net Cost First Year $89.25 or $17.85 per thousand! 


HOW DOES THIS STRIKE YOU? IT IS GOING OVER 
BIG! 











PERFECTED ENDOWMENTS return the savings in addition 
to the face of the policy at death. The forfciture of the excess pre- 
miums over the ordinary life premiums is avoided. 


CHILD’ ENDOWMENTS issued from Age One Week up, with 
Waiver of Premium Benefits, if the parent dies. 


REGULAR POLICIES ISSUED FROM AGE 10 YEARS UP. 


The improved GOLDEN RULE AGENT’S CONTRACT gives— 


VESTED RENEWALS, 
UNRESTRICTED TERRITORY, 
AUTOMATIC PROMOTION. 


Everything any reasonable man could want is yours for the 
asking if you are the right kind of man. 


The Columbus Mutual Life 


Insurance Company 
580 E. Broad Street 
Columbus, Ohio 


C. W. Brandon, President D. E. Ball, Vice-President and Sec'y. 














We have opportunities for Agents in 
Arkansas, Illinois and lowa 


International Life & Trust Company 
Home Office: MOLINE, ILLINOIS 











J. S. Ireland, assistant superintendent 





THE SECURITY LIFE INSURANCE CO. OF AMERICA 


0. W. JOHNSON, PRESIDENT 


WITH 
ein On DUG. «6. 0 ckcescobuacubetsacandsessdeeenell Over Fifty Million 
SEE. onnccccecceet dennaieeednl TRAN Se ee eee Over Six Million 
AND. THAT HAS 
Paid Policyholders since organization. ...... gdb eeecweadenavul Five Million 


WANTS—General Agents and Managers in 17 states 
Contract—Commissions or commissions and expense allowance 


Address S. W. GOSS, Vice-President, 134 N. La Salle St., Chicago, IIL 
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You may believe there is nothing 
new under the sun, but after con- 
sidering our General Agency 


proposition you may not be so 
sure about it. 


HE Gem City Life was or- 

ganized in 1911. For over 

15 years the company has 
had a steady and satisfactory 
growth. Old enough to have se- 
cured valuable underwriting ex- 
perience—big enough to have 
financial stability—young enough 
to have high ideals and great am- 
bition, and small enough to be 
able to maintain a personal con- 
tact with its agents. The Gem 
City Life is an ideal organization 
in which you will find all the 
good things you have been seek- 
ing in a company. 


General Agency Openings in 
West Virginia, Georgia, Ala- 
bama, Louisiana, S. E. Ohio 





The GEM CITY LIFE 


INSURANCE COMPANY 


Dayton - - 









NEW ENGLAND MUTUAL LIFE INSURANCE CO. 


Chartered 1835 


Ohio 
I. A. MORRISETT, Vice-President 





BOSTON MASS. 


Organized 1843 


The Agents of this Company, whose long 
History Underwrites its high Reputation, 
Accept a Duty and Enjoy a Privilege 


Do Our Standards Appeal To You? 
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We have 


in Ale., Ark., D. C., Fia., Ga., Til., Te., Kans., Md., Mich, 
N. M., fee. Olas 8 i Wyo. 


Our Agents Have 


. D.,'W. Va. and 


A Wider Field— 





An Increased Opportunity 





Double Indemnity and Total 
and Females alike. 


Because we have 
Age Limits from 0 to 60. 
Policies for substantial amounts (up to $5,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Family’s 
insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly premium 


iting Policies. 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE, President 


and Permanent Disability features for Males 











uation in case this period is less than 
two years, provided that in no case shall 
the reserve be less than the equivalent 
of eight weeks’ claim payments. The 
maximum fate of interest in calculating 
reserves shall be 3% percent. 


What Ruling Covers 


“This ruling does not cover mere 
notices of claims, resisted claims, or re- 
ported claims in connection with which 
the company does not yet have any 
means of determining whether or not it 
is actually liable, or claims incurred but 
not yet reported. Reserves should be 
set up on such notices and claims in 
such a manner as the company calcula- 
tions justify. 

“The above bases are prescribed as 
minimum standards. The experience of 
many companies will doubtless require 
that they set up reserves in excess of 
the prescribed -minimum.” 

A hearing on the ruling will be held 
at the New York office of the depart- 
ment Dec. 8. 





HE TELLS OF UNUSUAL CASES 


National Casualty Claims Auditor Com- 
ments on Some Interesting Phases 
of Work 





Some interesting facts on accident 
and health claims, as encountered by 
Joseph L. Hepburn, claims auditor of 
the National Casualty of Detroit, were 
summed up in the company’s house 
organ, in part, as follows: 

“In reading a review of claims, 
written by an authority in this line of 
work, and taking our own experience in 
the adjustment of claims, we are con- 
fronted with some interesting facts. 

“We would imagine that in rough 
countries the liability to accidents for 
those traveling by automobile or horse- 
back is far greater than in a level coun- 
try, but we find that the temptation to 
speed up on the long stretch of level 
roads evens up to a considerable degree 
on the other hazard. 

“Murders seem to be on the increase 
and, according to the statistics given, 
are more frequent in certain sections of 
the country than in others. 

“Then again, there is the question of 
disease in its relation to accident insur- 
ance, and that question is becoming 
more important every year, owing to 
the fewer restrictions written in the 
policy. Take, for instance, epilepsy. 
locomotor ataxia, heart disease, vertigo. 
Anyone having any one of these dis- 
eases is liable to fall, and if an injury 
results, in a majority of cases a claim 
for accident is handed in, although it 
would not come under, ‘Bodily injuries 
effected directly and independently of all 
other causes.’ : 

“Nervous prostration and neurasthenia 
will greatly delay the recovery from an 
injury, especially if there was a shock 
caused by railroad wrecks. This condi- 
tion brings on what is called the ‘rail- 
way spine,’ 

“An injury to a person who has a 
tendency to rheumatism and gout, will 
greatly prolong the disability. Diabetes, 
syphilis and bright’s disease retard the 
healing of wounds to a very great ex- 
tent, and the same would also apply to 
arterio-sclerosis. 

_ “Take tuberculosis of the bone, for 
instance. It may be dormant for years. 
A slight blow frequently brings it to 
light, and an alleged accident is framed 
up. 
“Varicose veins will greatly delay the 
healing of wounds because of the break- 
ing down of the tissues. 

“During the summer months we re- 
ceive numerous claims for injuries to the 
eye; a foreign body in the eye is what 
they call it. This class of claims is more 
in evidence during the summer than 
winter, perhaps because of more travel- 
ing in the warmer months.” 





Putney Takes Accident Department 


W. W. Putney, assistant secretary of 
the Midwest Life of Lincoln, has taken 


accident department, in place of Ralph 
E. Weaverling, resigned. Mr. Putney 
plans to develop this line through re. 
organization and a drive for added 
business, 





Travelers Drops “Non-Can” 


Effective Dec. 1, the Travelers discon- 
tinued writing non-cancellable health 
and accident policies. The Travelers 
has never pushed its non-cancellable 
forms. Last year the total premium in- 
come on the non-cancellable forms for 
the Travelers was $136,726. 





Plan Clergy Benefit Association 


Several Detroit ministers are interest- 
ing themselves in formation of the 
Clergymen’s Mutual Benefit Association. 
Articles of association have been filed 
with the Michigan insurance department. 

The organization, which has but re- 
cently had its policy forms approved by 
the department, plans to provide health 
and accident and funeral benefit insur- 
ance for members of the clergy exclu- 
sively. The insurance would be written 
on the assessment plan. The association 
has not been formally authorized as yet 
as a going insurance concern. 

Rowland D. Wilson, who has been most 
active in promoting the organization, has 
been named general field superintendent. 
Other officers are: Eli J. Forsythe, pres- 
ident; Sidney D. Eva, secretary. 





Life Company Plans Accident Subsidiary 


The Federal Reserve Life of Kansas 
City, Kan., is planning the organization 
of a new assessment health and acci- 
dent company. Officials of the Federal 
Reserve took up with the Kansas de- 
partment some time ago the question of 
providing for assessment health and 
accident contracts under the present 
charter but the department and the at- 
torney general advised the company that 
it could not operate as a stock company 
and also as an assessment company. 

The company has now asked for a 
ruling on possible names for the new 
company. Under the corporation laws 
charters cannot be granted to companies 
of similar names. The officials have 
submitted two names, either of which 
will be acceptable to them, and there do 
no appear to be any conflicts at present. 
One is the Kansas Traveling Men's As- 
sociation, and the other is the Kansas 
Commercial Insurance Association. 
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News of the Prudential 


William G. C. Konow, inspector, has 
been promoted to superintendent by the 
Prudential and has assumed charge of 
the Newark, N. J., district. Before being 
advanced to this position and assuming 
larger responsibilities, Mr. Konow rep- 
resented the company in various capaci- 
ties, starting in the home office in 1912, 
and afterwards working as agent and 
inspector. 

P. Allison of Irvington, N. J., has been 
advanced to assistant superintendent in 
that district. 

John H. Mooney, formerly an agent at 
Scranton No. 1, has been promoted to the 
Tamaqua, Pa., assistancy operated from 
the Pottsville district. 

The following agents have been pro- 
moted to assistant superintendent in di- 
vision “A” districts: Joseph Zaccardo, 
New York No. 7; Edward J. Walsh, New 
York No. 16; Philip Schwartz, New York 
No. 9; Joseph H. Christie, New York No. 
6; Julius Cohen, New York No. 5, and 
Frank A. Bingham, New York No. 11. 

Peter G. Martin, assistant superintend- 
ent at Easton, Pa., and Agent Anthony J. 
Carey at Girardville, Pa., Mahony City 
district, have recently completed 30 
years of continuous service. 


Enters Industrial Field 


The Victory Life of Chicago, one of 
the leading Negro companies of that 
city, has commenced writing industrial 
business. Heretofore the company had 
confined its operations to ordinary busi- 
ness. The company has been making 
rapid strides in the industrial and since 
Sept. 21 has written over $1,000,000 in 
industrial business. 





Morris Lichtenstein of Columbus, ©., 
has been appointed assistant manager of 
the Columbus district of the Metropoli- 
tan Life. 








over the management of the health and 
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NEWS ABOUT LIFE POLICIES 











New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Policy Literature, Rate Books, etc. Supplementing the “Unique Manual- 
Digest” and “Little Gem,”’ Published Annually in May and April respectively. 
PRICE, $3.50 and $2.00 respectively. 


























| Age 21 Age 25 Age 30 
NOTABLE DIVIDEND INCREASES | Pre. $26.40 Pre. $28.50 Pre. $31.70 
_ une 7 N.C. Div. N.C. Div. N.C. 
: | Year $ 
Great West Life of Canada Announces | ;3°) of 17°31 10.45 18°85 11°00 20°70 
; . sae 9.60 16.80 10.66 17.84 11.55 20.15 
New Schedule for 1927 with Gen | tote 10.15 16.25 11.19 17.31 12.08 19.62 
eral Readjustment Spiga 10.70 15.70 11.65 16.85 12.73 18.97 
Se 11.30 15.10 12.10 16.40 13.45 18.25 
cements RE 11.81 14.59 12.58 15.92 14.09 17.61 
The Great West Life of Canada has | 19----- 12.36 14.04 13.13 15.37 14.74 16.96 
announced its new dividend schedule 12.85 13.55 13.70 14.80 15.36 16.34 
effective Jan. 1 which shows notable in- Age 35 Age 40 Age 45 
-reases in the dividends and resultant | Pre. $35.40 Pre. $39.80 Pre. $45.40 
tas . cant | send Div. N.C. Div. N.C. Div. N.C 
decreases in net cost. The new sched- | y,ay $ ¢ $ $ $ 
ule is a readjustment of the old, the in-| 1..... 6.14 29.26 7.12 : 7.89 37.51 
: $s varyi i i Retin 6.69 28.71 7.47 8.63 36.77 
creases varying with policy form, age | 2----- oO ori? 788 | Ss 3e33 
and dividend year. In some instances | 4°"'"' 7°74 27.66 8.37 : 9°93 36 47 
the dividends are practically double! 5..... 8.23 27.17 8.89 ; 10.54 34.86 
se shown y thile i Riiwae 8.64 26.76 9.53 11.08 34.32 
Gone rete Sor Test year, while in other | septate 9.01 26.39 10.25 11.54 32.86 
cases there is little change. On ordi-| g°'*": 9°43 25.97 10.90 12°09 32.31 
nary life, the early dividend years show | 9..... 9.96 25.44 11.53 12.70 32.70 
an ij i a: vee 10.47 24.93 12.13 13.31 32.09 
an increase in the schedule of 30 per BS-+-0+ BGS ores inet txt Bint 
cent and over. The new schedule at | j9°'"": 11:82 23.58 13.16 14.56 30.84 
five year intervals on the three principal | 13..... 12.47 22.93 13.72 15.12 30.28 
policy forms is as follows: |” epee 13.11 22.29 14.34 15.66 29.74 
: i iackncn 13.72 21.68 14.94 16.26 29.14 
| segs 14.29 21.11 15.62 24.15 3.90 28.5 
Sey Se neat 14:80 20.60 16.24 28.56 17.51 37-89 
Age 21 2 BBcccee 15.4 16. -9§ 3 27.27 
Pre $18.90 Pre 920-80 Pre sas 70 | 19.---. 16.03 19.37 17.39 22.41 18.78 26.62 
End Div. N. Div. N.C. Div. N.C. | 20.--.-- 16.65 18.75 18.04 21.76 19.39 26.01 
Year $ $ $ $ $ 
) 4. 14, y y Age 50 Age 55 Age 60 
2 14ge 456 162¢ S85 1782| 24 Pi 47-80 rw. $65.20 Tre HS.es 
3. 31° 4. ° ‘ £ 4 yr. N.&. . .€. . NO. 
‘: 1424 639 184i Ges itis| Year $$ 8° $s 
5. 14.13 5.8 : Rises 9.57 48.02 11.06 51.14 13.07 62.88 
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A N agency connection with Mutual Trust is 
backed by a genuine plan of cooperation. In 

addition to a “tool kit” equipped with all that is good 

in life insurance, Mutual Trust agents have the ad- 

vantage of a free Direct-by-Mail lead service. 

Get all the facts and see for yourself. 


MUTUAL TRUST 


LIFE INSURANCE COMPANY 


CARL C. PETERSON, Vice Pres. 
A. E. WILDER, Director of Agencies 


The Chicago Temple, Chicago 
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NORTHWESTERN 
LIFE INSURANCE 
0. J. ARNOLD 
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Measure Your 
Prospect List 
By the Classes 
Of Insurance 
Written- - - - 


This Company offers additional prospects by issuing policies on men, 
women and children. With the exception of the disability clause, 
women are written on the same basis as men and our “CHILD’S 
20 PAY LIFE” is a great favorite. 


Maybe you have overlooked this most profitable class of prospects. 
THINK IT OVER. WOMEN AND CHILDREN ADDED TO YOUR 
LINE WILL TRIPLE YOUR PROSPECT LIST. 


Liberal Agency Contracts 
Good Territory in 
ILLINOIS, OHIO and TEXAS 






KASKASKIA LIFE INSURANCE CO. 


HOME OFFICE 
SHELBYVILLE, ILLINOIS! 














Prosperous Detroit 


— is no other city in the world which offers the same oppor- 
tunity for an energetic life insurance agent as Detroit. Detroit has 
such a diversity of industrial and commercial activity that prosperity 
is CONTINUOUS, not seasonal. . 


Detroit people are prosperous and they are happy. They are firm 
believers in life insurance. The Detroit Life Insurance Company owns 
its own Home Office, gives agents every consideration and exceptional 
service, and offers all forms of old line legal reserve standard policies. 
Our agents all are members of the Detroit Life Family. They are 
successful and they are participating in Detroit’s prosperity. Any life 
insurance man, any part time man contemplating affiliation in Detroit, 
is invited to call at the Home Office, 2210 Park Avenue, and make 
satisfactory arrangements. See President M. E. O’Brien, or his assistant, 
Homer Guck. 


DETROIT LIFE INSURANCE CO. 


“The Company of Service’ 
HOME OFFICE BUILDING 2210 PARK AVE. 


Life insurance opportunities available. 
Good Contracts—Write Homer Guck, Assistant to the President. 
































ALAMO LIFE INSURANCE COMPANY 


Graham Dowdell, Pres. 





A progressive up-to-date company with a program of 
expansion and growth. 
All Texas is our field. 





“The Fast Growing Company of the Southwest” 
San Antonio, Texas 
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NEW DIVIDENDS ANNOUNCED 





State Mutual Life of Massachusetts 
Increases Its Schedule for 1927 
by 20 Percent 





The State Mutual Life of Massa- 
chusetts has announced a new dividend 
schedule for 1927, showing appreciable 
increases throughout. The dividend in- 
creases vary with age and policy form, 
but average about 20 percent. When 
the final announcements are made, they 
will include a new disability clause and 





some new policy features. The tenta- 
tive notice of the company, showing 
new first year dividends at five year in- 
tervals on the three principal policy 
forms, is as follows: 

co——First Dividend—_, 

Ord. 20 Pay 20 Yr. 
Age Life Life End 
cecesené 5.2 $ 5.50 $ 5.93 
Op ota 5.53 5.7 6.14 
ranwe ces 5.84 6.06 6.40 
ie vaucden 6.25 6.47 6.75 
nee 6.82 7.02 7.26 
45.. 7.62 7.80 7.98 
50.. . 8.84 9.00 9.12 
55.. . 10.26 10.38 10.46 
ivdéecs ae 12.27 12.35 12.39 
Pivcsceee 14.99 15.03 15.04 





New England Mutual 


The New England Mutual Life has an- 
nounced an increase in its dividend 
schedule effective Jan. 1. In making its 
announcement the company points out 
that this year for the first time the new 
schedule is computed on the American 
Men table instead of the American Ex- 
perience table of mortality as heretofore. 
The new scale calls for the largest 
amount of surplus distribution the com- 
rany has ever made in one year, $8,150,- 
000. In conformity with the general 
mortality experience at younger ages, 
the net cost on the younger age group 
is materially reduced, while on the older 
age group only an average increase is 
made. 





International Life 


The International Life has worked out 
a Christmas present policy plan for its 
agents to use during the pre-Christmas 
season. It is a guaranteed monthly in- 
come for women and children. The plan 
guarantees that on all policy proceeds 
left with the company 3% percent in- 
terest will be paid annually, while all 
excess earning over and above 4 percent 
annually will also be paid to the bene- 
ficiary. During the current year the com- 
pany is paying 1.5 percent excess in- 
terest. 











PUBLIC MUST NOT BE DENIED 








Is Entitled to the Agents’ Having a 
National Association to Serve 
It Better 





KANSAS CITY, MO., Dec. 1.—The 
importance to every life insurance sales- 
man in the United States of a strong 
national association of life underwriters 
was brought home forcibly to the Kan- 
sas City association by Chester O. 
Fischer, vice-president of the National 
Association of Life Underwriters, and 
manager for the Massachusetts Mutual 
Life in St. Louis, in an address on as- 
sociation work. 

“From the nature of our business, we 
are public servants,” said Mr. Fischer,” 
and since this is true, the public is en- 
titled to our having such an organiza- 





tion, which will have the interest of the 
business at heart. The announcements 
in the papers of a great meeting of life 
insurance men to discuss the problems 
of the business, calling on the greatest 
men in the field to share their experi- 
ence for the benefit of the whole fra- 
ternity of insurance men, give added 
prestige in the eyes of the public.” Mr. 
Fischer referred to the National associa- 
tion as a clearing house for all agents 
and local associations. 

Speaking of the local association, Mr. 
Fischer said the benefits of membership 
in a local association center around the 
fellowship of association, and the bene- 
fits gained from taking part in the work. 
The good which the existence of a local 
association does is unquestionable, ac- 
cording to the speaker, and since all 
benefit equally from this influence, 
whether members or non-members, all 
should take part in the work, and pro- 
mote the good of the association and of 
the business in his community. 

Reed G. Hake, president of the Kan- 
sas City association, who presided at the 
dinner, was formally inagurated as the 
president of the association. Mr. Hake 





CHESTER 0. FISCHER 


said it would be a welcome day when 
the general agents make it a part of the 
contract papers that a new agent become 
a member of the agents’ association, and 
pledged to attend the meetings regularly. 

Lawrence G. Thebaud, assistant gen- 
eral agent for the Massachusetts Mutual 
at Buffalo, spoke on “Service to _the 
Client.” Mr. Thebaud stressed the idea 
of selling coverage to the client, rather 
than policies or companies by making 
him see what the insurance be is buy- 
ing is going to do for his family in pro- 
viding them with the things which they 
are going to need. 

mAs @ 


OHIO ASSOCIATION MEETING 





Adopts Resolution Urging Reappoint- 
ment of Judge Harry L. Conn as 
Superintendent of Insurance 





COLUMBUS, Dec. 1.—The annual 
meeting of the Ohio Association of Life 
Underwriters was held in Columbus last 
week with delegates from 14 local as- 
sociations of the state on hand. President 
W. A. R. Bruehl, Jr. reported that two 
new local associations have been formed 
in the past year and that the total 
membership is now 1,500, an increase 0! 
200 members. A resolution was adopted 
urging the reappointment of Harry 
L. Conn as superintendent of insurance 
in Ohio. The resolution outlined the 
steps necessary to secure an increased 
appropriation for the Ohio insurance de- 
partment in order to permit greater ac- 
complishments. The meeting authorized 
the printing of a vest pocket edition of 
the Ohio life insurance laws relating to 
rebating and twisting, to be placed 
the hands of all life insurance agents 
of the state. A resolution was adopted 
requesting the National Association 0! 





















December 3, 1926 


LIFE INSURANCE EDITION 








Life Underwriters to give credit to lo- 
cal associations for dues on lapsed mem- 
berships. 

The present officers were reelected as 
follows: President, W. A. R. Bruehl, Jr., 
Cincinnati; vice-president, O. N. Young, 
Lima; secretary-treasurer, Fritz A. 
Lichtenberg, Columbus. 

* o* * 


McNAMARA BUFFALO SPEAKER 


New York General Agent of Guardian 
Life Discusses Methods Used 
In His Organization 


BUFFALO, Dec. 1.—Adapt the meth- 
ods and ideas of the big producer to 
your own use—adapt, not adopt—John 
C. McNamara, Jr., general agent for the 
Guardian Life, New York, advised mem- 
bers of the Buffalo association at their 
November meeting. Mere imitating, he 
said, will result in failure. The success of 
the large producer is due to his own per- 
sonality in a large sense, as well as to 
his methods, he said. The main thought 
of his address was that the big problem 
of the life insurance man is to keep in- 
telligently busy. The agent must, of 
course, have a knowledge of life insur- 
ance and must know how to apply it, 
but most important, in his opinion, is 
securing interviews and keeping busy. 


Thorough Instruction Course 


Mr. McNamara said that to insure a 
knowledge of insurance, all new men 
who enter his agency are put through 
a course of thorough instruction. The 
agency operates a full time class from 
9 until 5 o’clock, once everv three weeks. 
The classes are usually limited to five 
men. After instruction and a course of 


‘ reading the men go out the third week 


with an instructor, a salaried repre- 
sentative. In addition to these classes 
for new men the agency runs an educa- 
tional course of lectures for all the ag- 
ents of the organization. 


Develop Contact Machine 


Mr. McNamara outlined the method 
of developing a contact machine in use 
in his own organization. When a man 
joins the McNamara organization, he 
said, he is first put through a course of 
instruction before he is allowed to inter- 
view anyone. He is not permitted to 
attempt selling friends. The new man 
prepares what Mr. McNamara terms a 
master list, a list consisting of everyone 
he knows who might buy life insur- 
ance. Then he prepares a list of ten 
men who would confer a favor on him. 
He asks each of these men to prepare 
a list of at least 20 names of men whom 
he knows are capable of purchasing and 
have a need for life insurance. The per- 
sons whose names appear on these lists 
are circularized. Thus these persons are 
prepared for a visit from the agent. The 
Man starts interviewing prospects de- 
veloped in this manner, after he has 
completed a very thorough course of in- 
struction. The percentage of replies 
from letters sent out is so great that 
he has plenty of prospects to see. As 
he sells and creates his own list of policy- 
holders they in turn furnish him with 
Prospects. He also collects additional 
names to be circularized. 


* * * 


Kansas City, Mo—Sell your prospect 
coverage rather than policies or com- 
ranies was the advice given by Lawrence 
G. Thebaud, assistant general manager 
for the Massachusetts Mutual at the 
meeting of the Kansas City association 
last week. “Do not talk policies, but 
what the policies will do,” he said. “He 
takes it for granted that your policy is 
food. But talk to the man in every day 
terms of what the income from the pol- 
icy you offer him is going to buy for his 
family in the way of rent, clothes, coal, 
mortgages and other vital and practical 
things. If a man has $50,000 of life in- 
*urance, do not talk to him about the 
amount, which sounds large enough, but 
about the $200 income from that and 
how little that will buy.” 

Mr. Thebaud suggested the studying 
of both successes and failures to take 
practical lessons from these experiences. 
After you have sold a man,” said the 
Speaker, “ask him what it was that made 





him buy. Often the deciding factor was 
@ little thing which the agent did not 
place any importance upon, or perhaps 
was entirely unconscious of.” 


*x* * * 


New York City—Secretary F. P. Mc- 
Kenzie has announced that the speakers 
at the next meeting of the New York as- 
sociation Dec. 14 will be Justice 
Humphrey J. Lynch of the supreme 
court of Westchester county and Ralph 
G. Engelsman, agent of the Equitable 
of New York and lecturer on selling 
problems at the life insurance training 
course at New York University. Justice 
Lynch, who was recently appointed by 
Governor Smith, will speak on the rela- 
tion of insurance to law. Mr. Engels- 
man joined the Louis Lane agency of 
the Equitable here in 1919 and since 
then has made more than a local repu- 
tation for himself. This year he has 
produced about $1,000,000 in spite of 
several months spent assisting in life 
insurance summer schools at Rochester, 
Buffalo and Oklahoma City. 


*x* * * 


Louisiana—Principal among the speak- 
ers at the November gathering of the 
Louisiana association, held Tuesday of 
last week, was Rabbi E. W. Leipziger of 
New Orleans. Special service as a com- 
munity asset was the subject of his 
address. “Gleanings of the National As- 
sociation” was the subject of a paper 
prepared by C. H. Taber of Monroe, La., 
and read by Oliver S. Hunter of the Mu- 
tual Life. 

*x* * * 


Des Moines—Russell King, general 
agent at Chicago for the Manhattan 
Life, will be the speaker at the Decem- 
ber meeting of the Des Moines associa- 
tion Saturday noon. Mr. King is one of 
the outstanding agency men of the mid- 
west. 

x * * 


Altoona, Pa.—aAt the recent meeting of 
the Altoona association, Earle H. Scheaf- 
fer, district manager for the Fidelity 
Mutual at Harrisburg, Pa., was the prin- 
cipal speaker, discussing “Association 
Work and Salesmanship.” 

Announcement was made of a prize 
essay contest on “Thrift.” Prizes of $10 
and $5 will be awarded. The two best 
essays will be forwarded to head- 
quarters of the National association to 
be judged for the best among all cities 
and towns participating in the contest. 

x * * 


Oklahoma—The Oklahoma association 
plans to cooperate 100 percent with the 
National association in observing thrift 
week. The association will release an 
avalanche of advertising both in news- 
papers, posters and by direct mail, and 
plans to install display windows in vari- 
ous stores of the city, devised to get over 
the idea of thrift. The association has 
announced Jan. 15 for its annual sales 
congress, with several nationally known 
speakers on the program. 

: *x* *x * 

Cleveland—Jerome Clark, assistant su- 
perintendent of agencies of the Union 
Central at Cincinnati, has been secured 
as the principal speaker for the Decem- 
ber meeting of the Cleveland association 
to be held Dec. 3. 

x* * * 


Santa Barbara, Cal.—The Santa Bar- 
bara branch association gave a smoker 
last week in honor of J. B. Duryea, gen- 
eral agent for the Penn Mutual Life in 
San Francisco, who was in town with 
his wife for a visit. Mr. Duryea is au- 
thor of a number of text books on insur- 
ance and insurance salesmanship, He 
gave a talk to the local agents on meth- 
ods of handling and securing business 
and answered questions from those at- 
tending the meeting. 

At the next meeting of the Santa Bar- 
bara branch, to be held Dec. 20, officers 
will be elected for the ensuing year. 





Executive Committee To Meet 


A meeting of the executive committee 
of the American Life Convention is 
to be held in New York at the Hotel 
Astor, Dec. 8. It is expected that all 
members will be present. All former 
presidents of the American Life Con- 
vention are ex-officio members of the 
executive committee and they have been 
notified of the meeting. As many of 
them will be present at the various in- 
surance gatherings to be held in New 
York during the week of Dec. 5, it is 
anticipated that most of them will at- 
tend the American Life Convention ex- 
ecutive committee meeting. 





Connecticut General News 
Hartford, Conn. 








The Best Asset 


To a Prosperous Business 


Modern business leaders accept the 
doctrine that a contented employee is 
the best asset to a prosperous business. 


They gladly consider plans whose 
operation will make employees better 
satisfied and hence more productive. 


They are increasingly responsive to 
Group insurance. They have taken 
21% more this year than ever before. 


Are you getting your share? Can 
we help you with contract and serv- 
ice? Connecticut General Life Insur- 
ance Company, Hartford, Conn. 











GROWTH 


A matter of natural development. 
Our Growth has been persistent. 
Our root extends down--not out. 








We haven't spread much because we are 
rooted deep and lastingly in Illinois, In- 
diana, Kentucky, Missouri and Iowa. 


Steady, persistent growth means permanent 
life. 


Men who wish to make a connection or 
undertake to underwrite life insurance can 
make an unusually good connection with us 
now. Write for information and territory 
desired. 


CHICAGO NATIONAL 
LIFE INSURANCE CO. 


202 South State Street 


Chicago, III. 
A. E. JOHNSON, AGENCY MANAGER 
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OLD BATTLE IS NOW 
CAST INTO THE DISCARD 


(CONTINUED FROM PAGE 1) 
siderable margin of safety for the com- 
panies of higher mortality, but here 
again it is pointed out that it is not a 
true reflection of general mortality and 
thus is a weighted advantage to those 
companies who use it as a basis for their 
work. The American Experience table 
is 65 years old and was compiled from a 
limited experience of one company, so 
that it cannot reflect the same experi- 
ence as that of the American Men table 
which is of recent origin and has a wide- 
spread basis. The newer table approxi- 
matély represents current mortality ex- 
perience. 

No Actual Change 


The change in viewpoint of the com- 
panies in no way changes the situation, 
of course, because the companies can- 
not take action of their own volition. 
The American Experience table is now 
standard in all but about three states, 
having been definitely designated in the 
laws of the states. Thus if the com- 
panies are to establish a new standard, 
it will be necessary to carry a legislative 
program throughout the entire country, 
state by state, until the American Men 
table has been generally adopted. Recent 
discussions before actuarial meetings 
and company conferences have brought 
out the puzzling situation which this 
proposes. The companies would be in a 
trying position if they started their 
legislative program and secured the 
adoption of the American Men table in 
about half of the states, the other half 
holding to the old American Experience 
table. While the*actuaries are approach- 
ing an agreement that some change 
should be made, they have not developed 
a program by which the change can be 
carried through. Until the insurance 
departments of all states are persuaded 
that the American Men table is the pre- 
ferred table and the legislatures have 
been persuaded that a change is essen- 





tial, the companies are up against a 
stone wall. 
Educational Campaign 


A widespread educational campaign 
is essential and it is now being under- 
taken by companies that are particu- 
larly strenuous in their advocacy of the 
American Men table. Particularly the 
big eastern companies have adopted the 
American Men table in all of their office 
actuarial and statistical work and all of 
their own reports are made on the basis 
of the American Men table and not the 
American Experience table of mortality. 
Various papers presented by the act- 
uaries of these companies show the 
American Men table computations 
throughout and not the American Ex- 
perience table. It is believed by some 
that this has gone far towards convert- 
ing a number of the companies to the 
approval of the American Men table, as 
it has definitely shown the benefit of the 
adoption of the newer standard in actual 
computation. 


Cite New Competition 


Another important factor in creating 
an interest in the American Men table 
is the action of one large company in 
reducing its nonparticipating rates be- 
low the net premiums as figured on the 
present standard. In order to do this 
the company is required to carry a 
special deficiency reserve on business 
written at this reduced rate, but it is 
following this practice at present and 
thus has created a new competition for 
the companies which has renewed in- 
terest in the adoption of a new standard 
which will put all companies on the 
same basis of competition. The objec- 
tion which was particularly stressed in 
the past to the change was that younger 
companies would be put to a disad- 
vantage by excessive competition. Some 
of these companies that have more 
recently been converted to an advocacy 
of the American Men table, however, 
point out that competition is now about 
as strenuous as it could be made and 





the change would merely put all com- 


> . 
panies on the same basis, whereas now 


the companies which have taken the 
option, at the expense of a larger re- 
serve, of using the ultimate table have 
created a form of competition which the 
smaller, younger companies cannot meet. 
The campaign for a change has now 
taken a somewhat different form from 
the original plan, the companies urging 
the adoption of the permissive use of the 
new valuation standard. It is pointed 
out that this will enable the companies 
to use whichever standard they prefer, 
without the establishment of extra re- 
serves beyond the standard reserve. 


COMPANY IS WINNER IN 
NOTEWORTHY TAX CASE 


(CONTINUED FROM PAGE 1) 
“stock” must be associated as having no 
application to it. It is clear, said the 
court, since the word “stock” does not 
describe interests in partnerships in- 
cluded expressly along with corpora- 
tions in the same paragraph, the word 
“shares” must be held to do so. And 
if that word is broad enough to include 
partnership interests, it is broad enough 
to include the interests held by members 
in a stock corporation, the court added. 

“To hold contrary would be to so 
limit the application of subdivisions 1 
and 2 of section 207 (a) as altogether 
to exclude therefrom those corporations 
which have no capital stock,” argued the 
court in its decision. “We cannot sup- 
pose that Congress intended such a re- 
sult; but must conclude that it used the 
word ‘stock’ as appropriate in the case 
of stock corporations and the word 
‘shares’ as appropriate in the case of 
partnership and non-stock corporations. 
Such an interpretation does no violence 
to the ordinary meaning of the word, 
for while it is entirely appropriate to 
speak of ‘stock’ as ‘shares’ it is clearly 
properly to designate the several inter- 
ests in a common fund as ‘shares.’ To 
the extent of $70,000,000 the legal re- 
serve consisted of ‘actual cash paid in’ 


] 





| 


by the members. These payments were 
intended for investment and were jp. 
vested to increase the reserves of the 
company and thereby reduce the cost of 
insurance and it requires no stretch of 
the realities to say that within the mean- 
ing of subdivisions 1 and 2, section 297 
(a), a fund which they created is jp. 
vested capital. This is enough to relieve 
the company from the payment of any 
war excess profits tax and it is not nec- 
essary to inquire whether the remaining 
$116,000,000 is to be regarded as earned 
surplus under subdivision (3).” 


QUESTION MORTALITY 
IMPROVEMENT FIGURES 


(CONTINUED FROM PAGE 3) 
ity in certain cases, particularly in 
child’s mortality. That, however, does 
not have a definite effect upon the mor- 
tality as experienced on life insurance 
policies, as it does not mean an im- 
proved health or a longer life, but 
rather the saving of a life of a child for 
the future. One actuary stated that this 
possibly might even be a handicap, as 
the saving of these weaker children may 
mean an increased mortality at middle 
ages, when they finally find the fight too 
severe. Also this actuary pointed out 
that there is a growing opinion that per- 
haps at the older ages there is even an 
increase in mortality from the diseases 
of old age, notably in cancer and espe- 
cially heart disease causes of a similar 
nature. Those who have spoken in this 
light point out, however, that they do 
not believe the cautious viewpoint 
should be taken as a pessimistic expres- 
sion, but rather as a warning against 
over-publicity on the savings, as steps 





in that direction may have to be re- 


traced. 





“I’m not consarned about votin’, lavin’ 
that to Mike and 


have men’s pay.” “I’ve settled that for 
meself, Mrs. Clancey. If I didn’t get me 
man’s pay ivry Saturday night, I’d know 
the rasin why!” 











A UNIVERSAL SERVICE! 


So complete is the service offered by the BUSINESS MEN’S ASSURANCE COMPANY that the insuring 
public is eager for information about it. With so attractive a service to offer, the salesman prospers even 
beyond his expectations. 


SALESMEN APPRECIATE: 


This combination backed by: 


AN IDEAL COMPANY! 


(a) Life Insurance leads 


1. Intelligent cooperation 


(b) Personal delivery of claim drafts 


(c) Systematic routings and membership lists 
(a) Training classes 


2.. Helpful service 


(b) Sales equipment 


(c) Requirement of full-time salesmen 
3. Variety of policy forms to meet all needs 


INSURANCE CLIENTS APPRECIATE: 


1. Complete protection under 
our “All-Ways” policy 


(a) Life Insurance 
(b) Accident Insurance 
(c) Health Insurance 


2. Trained, courteous and high-class salesmen 


3. Prompt Claim settlement 


17 Years in Disability Insurance—nearly $4,000,000.00 premiums in force 


6 Years in Life Insurance—over $33,500,000.00 in force 


Over $12,400,000.00 paid to policyholders and their beneficiaries 


WITH ONE IDEAL 


A-DESIRE TO SERVE 


BUSINESS MEN’S ASSURANCE COMPANY 


W. T. Grant, President 





KANSAS CITY, MISSOURI 
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Trust Company Officer Makes a Clear 
and Interesting Analysis of the Use 


and Purpose of 


HE relationship of the life under- 
T wzter and the trust company and 

the very definite purpose of the life 
insurance trust were clearly pointed out 
recently by Arthur F. Young, vice- 
president and trust officer of the Guard- 
ian Trust Company of Cleveland, O., 
in an address before 500 life underwrit- 
ers who were guests of the trust com- 
pany at a goodfellowship dinner. Mr. 
Young said, in part: 


Development and 
Future Prospects Shown 


“The history of the development of 
life insurance from the original primi- 
tive idea of providing a cash settlement 
upon the death of the policyholder to 
its present widespread application in 
conserving earning capacity reads like a 
romance. The phenomenal figure of 
$75,000,000,000 of outstanding life insur- 
ance today will, in the course of another 
25 years seem relatively small. Last 
year the volume of life insurance sold 
was four times as great as the volume 
sold 10 years ago, and in the meantime 
the population of the country has in- 
creased only one-sixth. In other words, 
the volume of life insurance during the 
past ten years has enjoyed a growth 24 
times as great as the increase in our 
population, If the present growth con- 
tinues, we shall have by 1950 outstand- 
ing life insurance of approximately $350,- 
000,000,000, or an amount as great as 
all the property, real and personal, now 
existing in this country. 


Unfortunate Phase of 
This Is Pointed Out 


“This is a wonderful record, with 
wonderful promise for the future, and 
we pat ourselves on the back with pride 
—and we may well do so, because it is 
a tremendous tribute to the unselfish 
effort of men and women in all walks of 
life—but the strange and inexplicable 
thing about the whole situation is that 
90 percent of this insurance is simply 
dumped into the laps of beneficiaries on 
the lump sum basis. This, too, in the 
face of a remarkable array of statistics 
Proving that lump sum settlements do 
not protect the interests of the bene- 
ficiary and do not carry out the inten- 
tions of the assured. Unless a policy 
is intended to cover some absolutely 
definite and specific need for immediate 
cash, a lump sum policy fails utterly to 
conserve the fund which has been so 
admirably and easily created. 

“Consider also that out of a total of 
$400,000,000 in life insurance maturing 
last year in the United States and Can- 
ada, somewhat in excess of 90 percent 
was paid out in lump sums. It is said, 
also, that the proceeds of life insurance 
policies constitute 81 percent of all of 
the property left by persons dying in 
the United States, and furthermore that 
about 90 percent of all estates of $5,000 
or over are entirely dissipated in seven 
years. This is no occasion for relating 
tragic instances or pointing morals,— 
that is your business—a part of your 
salesmanship in reaching the normal 


Life Insurance Trusts 


than 3,000,000 widows living in the 
United States, one-third of them over 65 
years old. 90 percent of these are 
wholly or partly dependent upon chil- 
dren or the generosity of others, while 
32 percent of the 3,000,000 widows are 
compelled to earn their own livings. 
“Considering 100 average men at 
death, their respective estates are ap- 
praised as follows: One man _ leaves 
wealth; two leave comfort; 15 leave 
from $2,000 to $10,000; 82 leave nothing. 
“Now, my friends, it looks as if the 
trust companies, the life insurance men, 


the interests of their clients first—one 


beginning, make of your business a pro- 
fession. 


build you a house, and after a time he 
took you out to see the house and you 
saw only a pile of brick and mortar, 
you would say, ‘Why, this is not a 
house; this is only the material out of 
which a house may be built’—and is it 
not equally true that life insurance 
money left in a lump sum is rather the 





tection? 


Up to Agent to 
Correct This Condition 


“We cannot, then, help but ask our- 
selves this question: Is the public to 
continue buying life insurance in this 
haphazard lump sum fashion with its 
disastrous results? I think not. Life 
insurance men high in their calling tell 
me that the reaction has already set in, 
and that the big buyers of life insurance 
in the future will be the men who buy 
because it fits into their whole estate 
plan. 

“You can talk about the danger of 
dying in such a way as to paralyze your 
prospect’s reactions. You can tell a 
man that he ought to have more in- 
surance and he will throw up his hands 
and start running—or you can show him | 
some unprotected points in his estate | 
structure which he has been building | 
for the future of his family, unrealized | 
opportunities in building up his fortune, 
so clearly that he will eagerly and | 
thankfully buy insurance to complete 
his protection. The client of the future 
will not buy life insurance just because 
it is a good amount to carry, but he 
will buy it because it rounds out his 
estate; because complete study by an 
estate counselor has revealed the need 
for such insurance,-either to meet de- 
finite cash requirements or fo provide 
income for dependents. 


Future Consideration 
Will Be of Income 


“The man or woman of the future 
who carries life insurance will not do 
so to accumulate a sum of money to be 
spent. No, it will be the income, not 
the fund itself, which will be spent— 
but incomes do not arrive as a matter 
of course—and the life insurance under- 
writer must provide management for 
the capital. Life insurance salesmen 





Prospect, 
Now, in a broader aspect, what are | 
the results? Just this. 


There are more | What 


will induce men to capitalize their life 
values and their earning capacity. 
would be the result—if every 





certainly somebody, were failing to keep | 


of the principles which, as I said at the 


“Why, if you asked a contractor to | 


head of a family capitalized his life 
value to the extent of only five years’ 
earning capacity? There would be 
$150,000,000,000 of life insurance in ex- 
istence today. If everybody did the 
right thing there would be around 
$1,000,000,000,000 of life insurance. 
Herein, then, lies our common problem 
—it is not enough for the life insurance 
underwriter to consider merely the cre- 
ation of an estate through life insurance 
—it is not enough for the trust officer 
to consider merely the conservation of 
an estate woefully deficient in cash or 
in amount to produce a living income. 


necessity, if we are to prosper and keep 
pace, of so conducting ourselves, so 
equipping ourselves, so co-operating, 
each with the other, that we are in a 
position to present to our clients a well 
rounded plan, not only of creation but 
of conservation, 





Purpose of Life 
Insurance Trust Shown 


“Now the life insurance companv 
was devised for the purpose of creating 
| estates, but the trust company was ex- 
| pressly organized for the purpose of 
| conserving estates previously created. 
“It is clear that our cooperative ef- 


institutions in tandem through the life 
insurance trust, in order that a perfectly 





financial be 


to 


permanent can 


made—incident 


coverage 
which they 


| I believe the solution of these problems 
and conditions we have been discuss- 
ing, with some exceptions, of course, is 
found in the insurance trust. 


the relative merits of the life insurance 
trust and the handling of insurance 
proceeds by life insurance 
under monthly income or annuity poli- 
cies. I regard it as settled that there 


company and the trust company in the 
picture, but in my judgment there is a 











tremendous amount of insurance which 


should be protected by trust agree- 
ments, and there is a _ tremendous 
amount of new insurance which will | 


be written only because of 
of the insurance trust. 


Guarantees Care of 
Futures Wishes and Needs 


“A life insurance trust is created by 
causing the policies to be made payable 
to the trustee as beneficiary, concur- 
rent with which a written agreement is 
entered into between the assured and 
the trust company, designating the per- 
sons and purposes for which the pro- 
ceeds are to be held. The trustee is 
empowered to invest the proceeds of 
the policies and pay the income and 
eventually the principal in the manner 
specified in the agreement. In _ the 
absence of a trust the life insurance 
policy, being a contract, must be paid 
to the beneficiary just as the policy 
stipulates and in no other way—but 
under the insurance trust there is no 
limit to the discretion which may be 
lodged in the trustee and to the flexi- 
bility of the settlement. 

“The assured can care for his wife 
and children during their lives, with 
remainders to all sorts of purposes and 
uses. He can make special provisions 
for daughters against their husbands, 
for some being set up in business or 


No, we are both face to face with the | 


fort must be to harness these two great | 


: J - | harmonious program of complete and | 
brick and mortar of the house of pro- | prog P . 


shall | 


both prosper and serve as never before. | 


“Now it is not my purpose to discuss | 
companies | 


is a big place for both the insurance | 


the appeal 


use of principal, for education allow- 
ance or grave emergency. He can see 
to it that a crippled child is cared for 
in just the way he desires—not only as 
to income but as to other matters 
affecting its happiness. He can make 
the trustee’s powers broad enough to 
meet practically every situation very 
nearly as he would meet it if living— 
quite a contrast to the usual lump sum 
idea. 


One in Ten Families 

Is Properly Guided 

“Because of my experience in watch- 
ing these things work out in a prac- 


tical way, I cannot help but_ picture 
the typical nine out of ten families and 
then the tenth family. In the nine 


there is a period of suspense—a sad 
occasion—and this when the widow 
| and heirs are continually encounterin 
|new problems that the father ha 
|always handled without their knowl- 
ledge. Gradually, they get accustomed 
|to the new order. Someone in the 
family picks up the burden of contact 
| with the commercial world. He ac- 
| cumulates a superficial knowledge of 
linvestments and business. Like a 
fledgeling he wants to try his wings. 
He makes a little flight in the direction 
| of bonds, then real estate, then stocks, 
then oil; the family ship wanders hither 
and thither. 





“In the tenth case, after the sad 
conference takes place be- 
tween the heirs and the trust officer. 


After all, much of everyone’s grief is 
due to their own sense of unguided 
confusion, After the first conference, 
everyone feels safer, as if there were 
still a firm hand on the rudder and a 
father’s presence still protectingly over 
them. Their estate, like a ship, is re- 
| fitted and starts upon its new voyage. 
| The trust officer explains to them how 
| much they will have to do with, and 
| that safety and sure income will be the 
| 


| 
' 
| event, a 
} 
| 
| 
| 
| 
| 


pilot. 

| “The nine cases, in one short phrase, 
|are contributing to the delinquency, 
| both for the family and speculators 


who reap the harvest, an uneconomic 
and costly situation with a hundred 
ramifications that have been wished 
upon the commonwealth, 

“In the tenth case the family, com- 


| munity, country and all of the forces 


that are constructive profit by the one 
estate that is saved, 


Two Kinds of Trust 
Plans Are Compared 


“Now there are two kinds of insur- 
ance trust—the ‘funded trust’ and the 
‘unfunded trust.’ Under the funded 
trust a block of securities or cash is 
deposited with the trust company for 
investment and management under a 
trust agreement. The income from the 
securities is used to pay the premiums 
on as much life insurance as possible. 
What could be a more convincing 
argument to the prospect than to say 
to him in substance, ‘Mr. B, by deposit- 
ing certain securities with the trust 
company and allowing the trust com- 
pany to use the income on these securi- 
ties, I am able immediately to double, 
triple or possibly quadruple your 
estate. This proposition is indeed 
quite astonishing to the average pros- 
pect, but when it is explained to him 
that the income on his securities, which 
income he may be unconsciously dissi- 
pating in various ways, will pay the 
premiums on such additional life in- 





protected against spendthrift habits, for 


surance as will immediately increase 
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the value of his estate as I have stated, 
he will be forced to agree that the 
proposition is the simplest, safest and 
soundest which has ever been brought 
to his attention. 

“The unfunded trust is the common 
form where the insured continues to 
pay his premiums out of his current 
income, and the trust company has no 
duties until the death takes place. 

“A life insurance trust is not only 
desirable but almost imperative in 
many cases if the conservation of an 
estate is to be considered. J. Pierpont 
Morgan left estates to seventeen wo- 
men beneficiaries. He left no cash, 
however, but estate trusts, the income 
of which is paid to the beneficiaries. 
The largest amount of cash that An- 
drew Carnegie left to anyone was $2,- 
000. He lett incomes to all the rest, 
including Lloyd George, Viscount Mor- 
ley and William H. Taft. 

“Of course, each case 
ject to individual study, and there is 
no infallible rule, but it seems to me 
that the insurance trust can be used to 
remarkable advantage where certain 
conditions exist, for instance: 

“1. In the creation of endowment 
funds for charitable purposes and for 
colleges, fraternities, churches 
other similar institutions. 


must be sub- 


“29. Where the assured carries poli- | 


cies in a number of companies. He 
may have other property also, stocks, 


bonds and cash, and economy of aa- | 


ministration argues for appointment of 
a trustee to handle it all as one estate. 
Why, in 90 percent of the cases where 
we become trustee under an insurance 
trust we are at the same time selected 
by will or agreement to distribute the 
balance of the man’s estate. Milany a 
man plans his estate as a unit and de- 
sires to keep it so. He may have very 
serious family problems and it would 
be difficult indeed for him to success- 
fully arrange for all of the various in- 
surance companies in which he has 
policies to carry out his wishes by in- 
come payments. But the trust com- 
pany may combine it all. 


Numerous Cases Need 
This Definite Guidance 


“3. There is the wealthy man who 
has perhaps made careful arrangement 
by will and trust agreement for the 
disposition of his property, who has 
overlooked the necessity for a large 
amount of cash necessary to take care 
of inheritance taxes, immediate needs 
of the family, administration and fun- 
eral expenses, etc. Frequently, execu- 
tors have been forced to sell securities 
in a low market for these purposes, 
and trust companies have been freely 
advising their clients to carry life in- 
surance to cover these situations. As 
they have already been appointed ex- 
ecutor and trustee, it is most simple to 
have the insurance paid to the trustee 
for this express purpose. 

“4. For partners in close business 
arrangements where it will be of ad- 
vantage to have the surviving partner 
purchase the interest of the decedent. 
A trust company is usually employed in 
the case of partnership insurance where 
the partners insure in favor of the busi- 
ness, and it acts as trustee in the best 
interests of all concerned. 

“5. When the settlements desired are 


more. or less complicated and involve | 4, them: for instance, your doctor, your 


contingencies of survivorship, marriage 
etc. 


surance trust which appeals to nearly 


and | 





| 


| 


| 
| 





| program. 


discussions as to whether the trust 
company or the insurance company 
can make a better return, but the truth 
is there is very little difference. The 
average yield of Guardian insurance 
trust funds is 5.7 percent. I have heard 
it said that the insurance company 
offers greater safety, but a recent in- 
vestigation by the Trust Company Di- 
vision of the American Bankers As- 
sociation discloses not a single case 
where the beneficiary of any trust 
administered by a trust company has 
suffered the loss of a single dollar for 
which such trustee was legally liable. 


Best Interests Call 
for Hearty Cooperation 


“Our policy is to co-operate and to 
have your cooperation. We want to 
meet you, to consult with you, and we 
want you to recognize the great in- 
terest which is being created by the 
wide-spread advertising which the trust 
companies have given to life insurance 
and to insurance trusts. We can do 
nothing for you in some cases; you 
know best where your income and 
annuity policies fit. But we believe 
that the insurance trust is essential in 
many cases to a well rounded estate 
We believe that nothing can 
prevent a perpetual alliance between 
the life underwriter and the trust offi- 
cer, in the benefits of which the com- 
munitv will inevitably and abundantly 
share.” 








| Endless Chain Plan 
| Gives Good Results| 














E endless chain system of securing 
prospects is invaluable to the life in- 
surance salesman, but like all systems it 
does not produce results automatically. 
Its success depends largely upon how it 
is used. It most profits him who best 
knows how to employ it and adapt it to 
varying situations as they arise. 

In the educational literature of the 
State Mutual occurs this thought: “It 
is not always possible to obtain the 
necessary information by merely asking, 
‘Do you know anyone who needs insur- 
ance?’ In most cases the question must 
be so arranged that it does not require 
any thought or understanding of insur- 
ance needs. For example, almost every 
man knows some one who has children 
to be educated, some one whe has a 
mortgage on his home, some one who 
is extended to the financial limit because 
of business expansion.” 

In asking policyholders about names 
of prospects, an agent’s questions should 
be more or less specific and only indi- 
rectly connected with insurance in the 
mind of the policyholder. For example, 
“Who are the parents of the children 
who go to school with your children?” 
“You surely know somebody who has 
been promoted recently or some one 
whose son or daughter will be going to 
college in a few years or some of those 
who have recently purchased homes in 
your community.” “You are undoubt- 


| edly in contact with many people every 
| day who would be interested in life in- 


surance if it were properly presented 


| dentist, your lawyer, your architect, the 


every prospect. The modern life under- 


writer who does not analyze his pros- 
pect for application of the insurance 
trust is simply failing to interpret cor- 
rectly the signs of the times, which 
demand not only a policv but ‘policy 
plus service.’ He is not taking advant- 
age of his opportunities and is not 
proving himself worthy of the profes- 
sion in which he works. It is evident 
that the efforts of the trust companies 
are tremendously adding to the volume 
of life insurance written. Their work 
takes up where insurance leaves off, 
and is supplemental to the great work 
of the insurance companies and the 
life underwriters. I have heard long 


J y ods or 
“Thus, there is a phase of the life in- | people from whom you buy go 


the people to whom you sell goods or 
services.” . P 
With this assistance few policvholders 


| will fail to give many names of friends 


' 
| and 





acquaintances. And the policy- 
holder will usually allow his name to be 
used if the agent expresses his appre- 
ciation sincerely and adds, “It would 
certainly be a great help to me if you 
will let me tell these men that I have 
interested you and that you felt they 
might like to have me explain insur- 
ance to them in the same way.” 

Thus bv tact and courtesy an agent 
may obtain by the “endless chain” sys- 
tem not only the names of manv pros- 
pects but a more or less personal intro- 
d: tion to each of them to facilitate his 
approach. 
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TWENTY YEARS 
and the 

CONFIDENCE of 
POLICYHOLDERS 


assure 


OUR AGENTS 
THEIR OWN FUTURE 
isSECURE 


Write for 
“FOURTEEN POINTS” 


A. M. Hopkins, Mgr. of Agencies 


PHILADELPHIA LIFE 


INSURANCE COMPANY 


111 North Broad Street 
PHILADELPHIA, PA. 


GENERAL STATE 
AGENTS 


sota. We don’t want theorists, has- 
been or rocking-chair leaders. We 
want men free from-debt, with clean 
record between 30 and 45 years of 
age, a fighter and leader of men. 
For such we have exceptional open- 
ings and a future. Give all infor- 
mation in first letter. If possible 
send a recent photograph. All an- 
swers treated in strict confidence,@ 
and will be sent direct to the Presi- 

Address Lock Box 320, Lin- 








THE 
UNITED STATES LIFE 


INSURANCE COMPANY 


In the City of New York 


Non-Participating Policies Only 


Over 71 Years of Service to 
Policyholders 


Good territory for personal pro- 
ducers, under direct contract. 


HOME OFFICE 


105-107 Fifth Avenue New York City 


Organized 1850 











WHAT’S AHEAD? 


That question is in the mind of every am 
bitious man, It’s in your mind. ; 

If the answer does not satisfy, it will pay you 
to learn the advantages of a life underwriting 
contract with Fidelity. ne 

Fidelity originated the disability provision, the 
double benefit feature, and the “Income for Life 
plan. It operates in forty states on a full level 
net premium basis with more than $68,000,000 = 
assets and over $330,000,000 insurance in force. 

More than 36,000 direct leads a year 
from Head Office lead service 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 
Walter LeMar Talbot, President 
eee ema oe 





WANTED 


Position as Supervisor for some company of 
well established agency—either in Memphis 
or some city in the north—preferably Chi- 
cago, Detroit or Cleveland. Address Box 
1285, Memphis, Tenn. 
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